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“T said Advertising Estimate... 
Not Guesstimate’—Acency space BUYER 


E think it’s just as important for our 

clients to know all about the circulation 
of the publications that carry their advertising 
as it is for them to know about insertion dates 
and advertising rates. 


“Circulation is the commodity the estimate 
covers and it’s what the advertiser is paying 
for. We think it’s good business practice to 
identify the type of circulation 
in our recommendations. 


““ “A.B.C.’ after the name of 
a publication is our clients’ as- 
surance that the selection was 
made on the basis of verified 
information. Our clients know 
that the factsin A.B.C. reports 


SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as 
defined by A.B.C. standards, indicate 
a reader audience that has responded 
to a publication’s editorial appeal. 
With the interests of readers thus 
identified, it becomes possible to 
reach specialized groups effectively 
with specialized advertising appeals. 


provide an index that permits the best use of 
our judgement and experience.” 


This paper is a member of the Audit Bureau 
of Circulations. We belong to A.B.C. so that we 
can supply facts about our circulation in ac- 
cordance with the standards and terms that 
have been approved by advertisers and agen- 
cies. Our A.B.C. report tells how much circu- 
lation we have, how it was 
obtained, the business or 
occupational analysis of our 
readers, how many subscribers 
renew and other facts that are 
indispensable to effective, eco- 
nomical media selection and 
space buying. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations ‘(80 Ask for a copy of our latest A. B. C. report 


A. B. C.=AUDIT BUREAU OF CIRCULATIONS=FACTS AS A MEASURE OF CIRCULATION VALUES 


FRIDAY. FEBRUARY 5, 1943 



















MERICA has always been known 
A as a nation of individualists. 
From the very founding of this coun- 
try, we have insisted upon our in- 
herent right to live our own lives and 
to plan our own futures. 


Out of this demand for individual 
planning has grown the institution 
of American life insurance. Through 
this, Americans have provided for 
their loved ones and themselves a 
greater measure of individual finan- 
cial security than has ever been 
known before. In fact, we Americans, 
representing only 7% of the world’s 
population, own more than 70% of 
the world’s life insurance. 


In keeping with American individual- 
ism, life insurance itself is individualized 
—tailored to fit the hopes and ambitions, 
the needs and income of each policy- 
holder. And each family’s insurance 
program, shaped according to its own 
particular needs, has been made possible 
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by the untiring work of the life insur- 
ance agent. 


It is the agents who teach people 
to understand and appreciate the 
benefits of life insurance. Through 
their efforts, in times of peace, agents 
helped some 65,000,000 Americans 
to take advantage of the flexible, in- 
dividualized service characteristic of 
American life insurance. 


In wartime, this service takes on 
new and more important meaning. 
The agent’s work is a major coniri- 
bution to the morale of our men in 
the armed forces, for millions of them 
know that, through life insurance, 
their families back home are cared 
for no matter what happens. 


The agent’s work in wartime also 
helps prevent inflation. He assists peo- 
ple with excess earnings to invest part of 
such earnings in life insurance. This 
keeps excess funds from competing for 






























consumer goods and helps hold down 
prices. 


Life insurance bought today serves 
a double purpose. It not only pro- 
vides protection for the policyholder, 
but a substantial part of the money 
he pays for such protection is in- 
vested by his Company in United 
States Government Bonds. Since 
Pearl Harbor, the life insurance 
companies of America have added 
nearly $3,000,000,000 to their hold- 
ings of United States Government 
securities...money that is going for 
tanks, planes, guns and other war 
equipment. In addition, life insur- 
ance agents sell War Stamps as part 
of their daily activities. 


Thus, through the life insurance 
agent, Americans have found a way 
to accumulate life insurance funds 
which have not only helped make 
America what it is, but are now help- 
ing to pave the way for Victory. 


BUY WAR SAVINGS STAMPS — FROM ANY METROPOLITAN AGENT, OR AT ANY METROPOLITAN OFFICE 


Metropolitan Life 


Frederick H. Ecker, 
CHAIRMAN OF THE BOARD 


(A MUTUAL COMPANY) 


Leroy A. Lincoln, 
PRESIDENT 





1 MADISON AVENUE, NEw York, N. Y. 


Insurance Company 















THIS 1S THE FIFTY-SEVENTH in Metropolitan’s series of advertisements de- 
signed to give the public a clearer understanding of how a life insurance 
company operates. It appears in: Saturday Evening Post, Feb. 13; Col- 





lier’s, Feb. 6; Business Week, Feb. 6; Forbes, Feb. 1; American Mercury, 
Feb.; Newsweek, Feb. 1; American Weekly, Feb. 7; United States News, 
Feb. 5; Time, Feb. 1; National Business, Feb. 
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Raymond Olson 
Named Mutual 
Trust President 


E. A. Olson Becomes 
Chairman—Grimes, Menor 
and Nipper Advanced 


Edward A. Olson, who was one of the 
founders and drew the charter for Mu- 
tual Trust Life of Chicago in 1904 and 
has been president since 1922, has now 
become chairman and is succeeded in the 
presidency by his son, Raymond Olson, 
who has been vice-president and coun- 





OLSON 


E. A. 


sel. The new president, who retains as 
well the title of counsel, has been well 
trained for the office as he has gained 
familiarity with all departments of the 


work and has had major executive re- 
sponsibilities for several years. 

Raymond Olson got his first taste of 
life insurance while he was attending the 
University of Michigan. Commencing in 
1924 he served as an agent for Mutual 
Trust and was in active production dur- 
ing the summer months. After graduat- 
ing from Northwestern University law 
school he was engaged in independent 
Practice for a year and then in 1930 
joined Mutual Trust as assistant counsel. 
Later he became counsel and five years 
ago was elected vice-president. He is 
agency minded and has had much expe- 
rience in that department. He has 
worked with agents in setting up stock 
purchase and partnership cases and pen- 
sion trust plans. He has served for 10 
years on the real estate committee, five 
years on the finance committee and has 
been on the claims committee ever since 
he started with Mutual Trust. He is a 
graduate of the Sales Research Bureau 
School of Management. 

At the same time I. L. Grimes was 
elected vice-president and actuary; C. E 
Menor, Jr., secretary and underwriting 


officer, and W. Ward Nipper, associate 
mers. 
ar. 


Grimes graduated from Indiana 





Life Men Added to 
Army and Navy 


Insurance Offices 


WASHINGTON — Because of the 
problems connected with group life, 
accident and health and hospitalization 
insurance maintained by firms handling 
cost-plus-a-fixed fee government con- 
tracts, both the army and navy insur- 
ance departments have added life in- 
surance men to their staffs. These de- 
partments have been primarily con- 
cerned with casualty and, to a lesser 
degree, with property insurance. Under 
these contracts, however, the govern- 
ment pays all the operating costs and 
thus questions of the premiums for 
these group coverages have arisen. 

Major H. L. Plumley, formerly at 
the home office of Travelers, is chief of 
the new life section of the insurance 
branch of the army, which is part of 
the services of supply in the new Pen- 


tagon building. Lieut. (j.g.) J. R. 
Townsend, formerly a broker in In- 
dianapolis and also on the insurance 


faculty at Butler University, is life in- 
surance specialist in the navy insurance 
division, which is part of the office of 
procurement and material. 

So far the services have not adopted 
any detailed policy toward group life 
and other coverages, but it is likely 
that something will evolve along these 
lines. Lt. Col. Reese F. Hill is chief 
of the army insurance branch and Les- 
ter F. Beck heads the navy insurance 


office. These departments have no 
connection with insurance for service 
men. 


Harrington for 60 Day 
Delay in Filing Statements 


BOSTON—The insurance committee 
of the Massachusetts legislature heard 
no opposition when Commissioner Har- 
rington appeared in support of his bill 
to allow him to extend for 60 days, 
during “the duration” the time of filing 
annual statements and also to exempt 
the companies from filing such parts of 
their annual statements as in his judg- 
ment may be temporarily discontinued. 
The commissioner explained that the 
failure of the state to get blanks 
printed until Feb. 1 and the lack of 
manpower in the offices of the compa- 
nies would mean the filing of incom- 
plete and inadequate data by the com- 
panies through no fault of theirs, which 
would add to the work of his depart- 
ment in making corrections. 








University in 1901 and took a legal 
course at Kent College of Law. He has 
been with Mutual Trust 30 years serving 
first as actuary, then as assistant secre- 
tary and actuary and more recently has 
been secretary and actuary. 

Mr. Menor, a native of Kentucky, at- 
tended the University of Chicago. He 
has been with Mutual Trust 30 years and 
has served in various capacities in the 
secretary’s department. During the past 
several years he has been chief under- 
writer. 

Mr. Nipper graduated from Washing- 
ton University of St. Louis and taught 
for a year at Purdue University. He 
then went with Missouri State Life and 
nine years ago went with Mutual Trust 
serving as assistant actuary and assistant 
secretary. He is an associate of the 
Actuarial Society of America. 

E. A. Olson, as chairman, continues 


Judd Benson and 
Tom Reed Elected 
as N.A.L.U. Trustees 


NEW YORK—Judd C._ Benson, 
manager for Union Central Life in Cin- 
cinnati, and Tom 
B. Reed, agent for 
Great Southern 
Life at Oklahoma 
City, have been 
elected as_ trustees 
of the National As- 
sociation of Life 
Underwriters to fill 
vacancies caused 
by the death of 
Homer Rogers of 
Indianapolis and 
the appointment of 
W. Rankin Furey 
of Pittsburgh to di- 
rector of agencies 
of Berkshire Life. This announcement 
was made following a mail vote of the 





Tom B. Reed 


trustees by Grant Taggart, national 
president. : ; 
Mr. Benson is serving his second 


term this year as president of the Ohio 
state association. He has been a di- 
rector and vice-president of the Cincin- 
nati association, and is now its national 
committeeman. He has also served as 
president of the local general agents’ 
and managers’ association. He was 
last year regional chairman of war 
bond sales and is now associate admin- 
istrator for the war savings staff for 
Ohio. He was chairman of the 
N.A.L.U. nominating committee in 742, 
and is now a member of the commit- 
tee on federal law and legislation. He 
was vice-chairman of the local commit- 
tee handling the national convention 
when it was held in Cincinnati in 1941. 

Mr. Reed is a life member of the 
Million Dollar Round Table. He is sec- 
retary of the Oklahoma City associa- 














JUDD C. BENSON 


tion and was a trustee of the National 
association in 1941-42, During the same 
year he was chairman of the national 
convention attendance committee and 
is now a member of the membership 
committee. 








to be an active officer of Mutual Trust 

but will now delegate much executive 

responsibility. He is a man of rugged 
(CONTINUED ON PAGE 10) 


Equitable of lowa 
Advances Several 
High Executives 


Fuller, McCankie and 
Foskett Among Those in 
Superior Posts 


DES MOINES—Promotions for sev- 
eral officers of Equitable Life of Iowa 
are announced. 

Ray E. Fuller, superintendent of agen- 
cies, was elected agency vice-president 
and superintendent of agencies; E. E. 
Cooper, assistant superintendent of 
agencies, and E. E. Smith. agency secre- 





RAY E. FULLER 


tary, were each promoted to the new 
office of assistant agency vice-president. 

R. C. McCankie, underwriting vice- 
president and associate acutary, was 
named se vice- president and 
actuary. C. Irwin, associate actuary, 
was a, actuary, and W. D. MacKin- 
non, assistant actuary, was named asso- 
ciate actuary. 

H. W. Foskett, assistant vice-presi- 
dent, was promoted to the new office of 
financial vice-president. 

Robert B. Adams, president of the 
First National Bank of Odebolt, Ia., was 
elected to the board of Equitable Life, 
succeeding the late Henry S. Nollen. 


Career of Fuller 


Mr. Fuller’s entire business career fol- 
lowing college has been with Equitable 
Life of Iowa. He went with the com- 
pany in 1924 subsequent to overseas 
service in the war and graduation from 
the State University of Iowa. He had paid 
his way through the university “with a 
rate book.” He served as agent super- 
visor at Detroit, and special representa- 
tive of the agency department of the 
home office. In 1926 he was elected field 
supervisor and in 1932 assistant super- 
intendent of agencies; 1938, superinten- 
dent of agencies, and 1939, he was placed 
in full charge of the agency department. 

(CONTINUED ON PAGE 7) 
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Superb 1942 





Recent Is 


Unfolded in Statements 


AETNA LIFE 


The total premium income of the 
Aetna Life companies last year was 
$209,278,373. This is an increase for the 
year of $16,167,506. Each company in 
the group showed an increase. The 
premiums in Aetna Life were $138,399,- 
446. Aetna Casualty $49,630,721, Auto- 
mobile Insurance $18,550,891 and Stand- 
ard Fire $2,697,315. 

In the ordinary department new life 


policyholders, the balance has been set 
aside in surplus and special reserves. 
The unassigned surplus has been in- 
creased $517,458 and now amounts to 
$10,036,412.45. 

War losses have been small and total 
death claims in 1942 were the lowest in 
many years. Nevertheless, the manage- 
ment felt it prudent to establish a special 
reserve to take care of possible increases 
in war mortality and a special reserve 
of $500,000 has been set up. 


483 on 11 civilians whose death occurred 
as a result of military action. In addi- 
tion 65 policyholders with $198,322 of in- 
surance have been reported missing in 
action. 

Only 2.2 percent of the insurance in 
force at the beginning of last year was 
voluntarily terminated. Despite low in- 
terest rates, the net yield on investments 
was 3.7 percent, the same as in 1940 and 
1941. The reserve for dividends payable 
in 1943 is $35,225,000. 


Financial Summary 
Assets total $1,525,724,943, an increase 
of $85,835,119. Bonds owned _ total 


$1,034,737,546, mortgage loans $269,769,- 
182, real estate, home office property and 


insurance was $147,628,308, which is d i S 
$5,337,202 more pada in 1941, Total Poo gacmyini me — en cl $109,367.880 and cosh $17,820,681" — 
ordinary in force increased $00,056,284 "XS St Current eppramc’ veruct, 2 Spe’ Excess of income over disbursements 


to $1,876,8€5,771. 

New insurance on group life and em- 
ploye plans amounted to $269,065,819. 
The increase in insurance in force in 
this department was $342,873,258 and the 


cial reserve of $1,100,000 has been set 
aside as a hedge against possible future 
depreciations. 

Another special reserve of $500,000 has 
been set up against mortgages and real 
estate sold on contract, in spite of the 


on a revenue basis was $83,418,096, of 
which $75,310,358 was applied to increase 
statutory and other reserves held for 
policyholders; $1,087,587 to special mort- 
gage reserve, now totalling $6,805,952 


total in force was $3,353,661,883. This : 20,15 5 é 
represents vcismata on the lives of fact that overdue interest on these ac- ee 2 Ee Say ee 
1,844,602 workers counts is less than one-tenth of 1 percent. aia ea 
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Total insurance in force is $5,230,- Assets increased $19,953,045 and now wneitieinns a: enmenniien 


527,654, an increase of $373,728,582. 
Annuity premiums were $21,884,504 and 
accident and health premiums $23,536,- 
657. 

Total income for Aetna Life was 
$169,097,696. The net rate of interest 
earned in the life department was 3.43 
percent, a slight improvement over 1941. 

Amount paid policyholders in the life 
department was $€6,219,180. Claims 
paid in the accident and liability de- 
partment amounted to $16,770,976. The 
total amount paid culbcyadiiers since 
organization has now reached $1,789,- 
654,412. 

In the participating department $1,- 
912,585 has been set aside for payment 
of dividends in 1943. 

Assets increased $69,627,530 to $847,- 


amount to $455,956,016. The bond ac- 
count now amounts to $206,923,396 and 
no bond is in default and the market 
value at the year end was $5,108,637 in 
excess of book. Practically the entire in- 
crease in the bond account was invested 
in government bonds. 

The percentage of policies that went 
off the books through lapse or surrender 
is the smallest in history. 

New business on life insurance plans 
amounted to $62,212,756. The gain in in- 
surance in force was $5,509,331, the total 
being $1,143,433,276. Annuities in force 
increased $3,361,068 to a total of $209,- 
217,535. Total business in force was 
$1,352,650,811, an increase of $8,870,399. 

More than 30 percent of the full time 
sales organization is in the armed forces 
and defense industries. The agency de- 


Western & Southern Life in 1942 in- 
creased assets $17,748,817 to a total of 
$221,087,825. Insurance in force was up 
$91,055,922, bringing it to $1,173,678,- 
440. 

The company carried $101,815,674 of 
government bonds in its portfolio as of 
Dec. 31. Reserves for taxes and miscel- 
laneous items totaled $1,831,964. 


CONNECTICUT GENERAL LIFE 


Connecticut General Life reports 
gains in all departments of its business 
in its new statement. 

New business reached an all time 
high of $417,857,642, which includes an 
increase of $223,357,746 of group busi- 
ness on old cases. In 1941 the total new 


Dorsett Assistant 
Actuary of Pilot Life 








J. R. DORSETT 


J. R. Dorsett, a member of the actu- 
arial department of Pilot Life since 
1936, has been elected assistant actuary. 
He has spent his entire life in the in- 
surance business. He is a graduate of 
Wake Forest College. 








age day 5,070 individuals or families re- 
ceived payment. 
Life insurance in force was $5,763,279,- 
132, an increase of $83,441,053. 
President Zacher predicted that there 
would be a material increase in life in- 
surance sales this year on the theory 


te ach A ong ae 9 partment has inaugurated a recruiting business was $222,574,922 which included = the — = the business will el 
s06enb. ‘There io & am an “re. campaign to supplement the agency $109,380,152 of group from old cases. gg ac ag at the same pattern as it has 
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cluded a special reserve for group insur- 
ance of $8,550,000. 

Holdings of government bonds are 
$230,823,863 or 27.22 percent of assets. 
For the entire group the total is $289,- 
054,601, which is $49,852,585 more than 
at the beginning of the year. 

Aetna Casualty’s assets increased 
from $78,947,582 to $89,064,288, and 
surplus increased from $21,235,702 to 
$23,048,848. 


UNION CENTRAL LIFE 


Establishment of special reserves as 
fortification against any unusual contin- 
gencies which might arise during the war 
were emphasized by W. Howard Cox, 
president of Union Central Life in his 
annual report. 

The increased earnings last year make 
it possible to establish special reserves 
in addition to those required by law. 

Earnings over and above legal reserve 
requirements amount to $5,257,041, an 
increase of $1,102,510 over 1941. After 
allocating $2,639,582 for dividends to 


NORTHWESTERN MUTUAL LIFE 


Northwestern Mutual Life in its an- 
nual statement shows a new high in in- 
surance in force with $4,126,442,987, a 
gain of $81,768,124. Sales of new insur- 
ance were $204,953,122, compared with 
$236,009,899 in 1941. Leading agencies 
were Hobart & reg ie Chicago; C. R. 
Eckert, Detroit; McMillen, New 
York: V.-M. veal Pee Pa a, 
_ Buffalo, and B. J. Stumm, Aurora, 


Payments to policyholders and bene- 
ficiaries aggregated $103,731,012, includ- 
ing $44,930,111 in death claims, $3,749,- 
602 in matured endowments, and $34,- 
294,399 in dividends to policyholders, 
while $17,664,162 was paid from policy 
proceeds left with the company under 
income settlements. Taxes paid totaled 
$3,634,421. 

Since Oct. 1, 1940, 212 Northwestern 
Mutual policyholders with $796,906 of 
insurance have died in military service. 
Claims have also been received for $79,- 


Payments to policyholders and bene- 
ficiaries during 1942 amounted to $27,- 
167,506 as compared to $26,402,748 in 
1941. Assets rose nearly $33,000,000 to 
a total of $352,781,250. Holdings of gov- 
ernment bonds and FHA loans totaled 
$96,516,476, representing an increase in 
these categories of 60 percent. Surplus, 
contingency funds and capital stock to- 
tals $22,000,000. 

Insurance in force increased $176,599,- 
696, compared to an increase of $89,- 
568,221 in 1941, bringing the total to 
$1,477,370,615. 


TRAVELERS 


Assets and surpluses grew in all four 
companies of the Travelers group during 
1942. Assets of the parent company 
stood at $1,231,914,216, increase $75,- 
477,138 and surplus was $57,041,664, in- 
crease $7,993,901. The sum of $121,379,- 
461, an increase of $5,171,695 over the 
preceding year was paid in benefits to 
policyholders and beneficiaries by the 
four Travelers’ companies. On an aver- 





FIGURES FROM DEC. 31, 1942, STATEMENTS 





exceeded the aggregate increases of all 
other lines of the Travelers group put 
together. There were also big increases 
in bodily injury liability insurance and 
group life, accident and sickness on 
workers in war industries. 

The companies increased their hold- 
ings of government bonds in a slightly 
larger amount than the increase in as- 
sets. These holdings went from $526,- 
500,376 to $€11,204,541, an increase of 
$84,704,165. Travelers Insurance had 
46.3 percent of its assets in government 
bonds, Travelers Indemnity 44.4 per- 
cent, Travelers Fire 62.8 percent and 
Charter Oak Fire 75.8 percent. 


EQUITABLE LIFE OF IOWA 


Equitable Life of Iowa enjoyed one 
of the most successful years in its his- 
tory in 1942. Assets increased $15,422,- 
456 in 1942 to a total of $235,500,304. Net 
earnings of $1,009,694 were added to sur- 
plus to bring the surplus and capital to 
$11,310,038. 

A total of $13,191,165 was paid to pol- 
icyholders and beneficiaries, and $11,- 
088,711 was added to policy reserve. 

Insurance in force increased $15,712,- 
980 bringing the total to $634,433,013. 

New life insurance premiums totaled 








ADDO RESET 





\\ 


gy ppt 


— Pra Oo OC. ce 


ie oe ee ee ee ae! 


aA. 06. 2 be bel dk. Cid ee bike a a a ek 2 ee ee, es 


Some eee ad OS sttess bt Oo OS eee 


1 nment 
Change Surplus to New Change Prems. Total Benefits Total i oa #88. : Holdi ae of i $10,- 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. onds were increase y more than 91V, 
Assets Assets holders 1942 Dec. 31, 1942 in Force 1942 1942 1942 1942 400,000, more than five times the 
$ $ $ $ $ $ $ $ $ red. 
Acacia Mutual Life....109,282,593 +8,024,745 4,741,0191 44,481,9552 468,003,136 +21,869,138 12,206,897 19,051,625 6,155,373 11,165,488 @™mount of new life premiums cove 
Amer. L. & A., Mo...... 239.384 + 28,575 17,911 2,685,986 5,766,984 + 208,881 176,859 187,048 39,309 155,859 
Connecticut General....352,781,251 432,978,443 15,633,464 417,857,642 1,477,370,615 +176,599,696 48,691,912 76,133,497 23,142,176 43,048,123 JEFFERSON STANDARD LIFE 
Great Northern Life.... 8,895,989 + 531,276 629,377 5,918,285 39,892,558 —1,175,195 1,070,815 3,417,601 521,484 2,929,228 a f Teff. d Life d 
Great Northwest Life.. 1,711,257 4+ 228,453 362,951 2,078,958 11,540,913 +1,229,842 293,411 399,297 69,289 174,512 , /issets o Jefferson Standard Life dur- 
Guardian Life, N. Y....165,702,778 +8,986,194 7,002,814 37,843,966 629,166,951 +13,516,982 16,763,212 27,789,306 9,443,195 18,646,969 ing 1942 increased more than $10,000,000 
PESRE Trae 19,001,313  +1,721,802 1,200,0003 8,391,592 81,168,950 +4,149,220 2,250,854 3,435,887 942,365 1,733,045 rance 
Mutual Trust Life...... 57,536,711 +4,306,262 4,384,454 19,523,470 205,617,511 +10,796,459 6,534,670 9,947,592 3,162,331 6,172,927 amg now total ig age aan a 000 
National Guardian Life. 14,733,955 4+ 886,768 459,555 4,229,055 57,167,618 +2,008,569 1,573,792 2,536,707 838,593 1,649,940 1 force increased by about $20,000, 
Ohio State Life........ 26,414,950 42,115,985 2,640,105 13,198,365 117,085,556 +6,961,228 3,285,921 5,091,877 1,440,090 3,028,754 and totaled $470,000,000. Mortality ex- 
Pan-American Life..... 48,271,131 +¢ 017,738 2,835,182 22,115,622 189,331,256 +8,499,484 6,858,317 9,426,019 2,964,136 5,588,073 perience was excellent. War claim pay- 
Philadelphia Life ...... 15,361,700 4.600.368 998.511 4,929,606 56,822,200 +1,309.914 1,550,030 2,488,582 1,145,553 1,894,996 ments totaled $214,000 and sented 
Provident Mutual Life. .419,659,744 419,466,588 23,182,909 64,715,96251,037,734,903 +17,007,020 34.108,866 62,506,116 26,588,760 43,059,827 e otaled $ and repre 
Security Life & Trust.. 9,408,079  +1,125,401 900,319 20,198,922 79,237,260 +6,125,234 1,902,076 2,528,587 480,835 1,408,180 7 percent of the total death claims. 
Security Mut., Neb..... 7,900,275 + 463,974 426,424 4,537,964 38,634,831  +1,513,389 928,445 1,380,188 459,906 917,447 There is also $71,000 in outstanding war 
Volunteer State Life.... 28,496,092 +1,387,178 1,557,371 8,027,492 104,221,022 +1,378,078 2,764,795 4,440,179 1,770,729 3,237,088 + Claims on which final proofs have not 
Wisconsin Life ........ 7,153,881 + 442,977 237,634 1,855,916 27,173,334 + 909,862 747,284 1,166,996 442,237 713,187 p S 


been received. The missing in action 
cases amount to $150,000. A war mor- 
tality fluctuation fund of $100,000 has 
been set aside. 

(CONTINUED ON LAST PAGE) 


JIncludes $1,000,000 contingency reserve. 

2Excludes increased and revived, includes dividend additions. 

®Does not include special reserve for fluctuation in assets, interest rate, etc., of $229,418, 
‘Carried as contingency reserves for asset, mortality and disability fluctuations, 

®SIncludes additions, excludes revivals and increases. 

®Includes group, $1,130,676. 
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Field Morale 
Much Improved 


Agency Departments 
Are Looking Ahead Today 
with Confidence 


Agency departments these days seems 
to be facing the future with much confi- 
dence even though there is little evidence 
of immediate pickup in business. The 
feeling of confidence probably springs 
largely from the comparison of the state 
of mind of the public and of the agency 
forces just a year ago. The war was 
young, there were dreadful headlines, 
menacing changes affecting the lives of 
everyone were threatened but they had 
not as yet taken concrete form. Agents 
by the thousands felt impelled to enter 
military service or engage in some war 
industry. : 

Today, on the other hand, there is a 
general feeling that the war is being car- 
ried forward successfully, the changes 
that were just in embryo a year ago, 
have now taken definite form and the 
changes that are ahead can be fairly well 
predicted and faced with some degree 
of composure. The period of shock is 
over and the citizens are adjusting them- 
selves to wartime routine. There is 
plenty of money being made and despite 
income tax burdens, victory tax, war 
bond purchases, increased cost of living, 
heads of families can be made to see 
that the necessity for protecting their 
families exists just as it always has ex- 
isted and the money for the premium 
can usually be dug up if the prospect is 
made sensitive to the need for additional 
insurance. 


Income Tax Blanks 


Just now policyholders are receiving 
income tax blanks from the government 
and they are likely to be shoving them 
aside for the time being with a shudder. 
Most taxpayers have not yet calculated 
just what they will have to pay this year 
but after they have completed that task 
and have taken care of the payment they 
will at least know where they stand and 
it will probably be more easy to discuss 
life insurance intelligently with them. 
The theory is rather generally shared 
that after March 15, the atmosphere will 
be cleared and life insurance sales should 
improve. 

No one expects that the January pro- 
duction will show anything but a very 
poor comparison with January of a year 
ago because in January of 1941 there 
was a huge volume due to the fact that 
business was paid for that was written 
in November and December in order to 
beat the war clause deadline. However, 
there is the expectation that commencing 
with the second quarter the production 
results for this year should begin to 
show well against the 1942 record and 
that perhaps plus signs may even begin 
to appear. 

The morale of the individual agent is 
good these days and the companies are 
not losing agency personnel at anywhere 
near the rate they were a few months 
ago. The younger men of course are 
gone and the older men who were im- 
pelled to go into military service or into 
war industries have already acted on 
that impulse so that unless the Selective 
Service Bureau includes life insurance 
selling in the list of occupations non- 
deferable by reason of dependency it is 
not likely that the sales force will be 
depleted in 1943 to nearly the extent 
that it was last year. 





Hobbs, Pepper Bills Reappear 


The Pepper bill to provide benefits 
for war caused deaths and injuries of 
Civilians has been reintroduced in Con- 
gress but it is not actively being pressed. 
The familiar Hobbs’ bill denying the 
mails to unlicensed insurers has also 
again made its appearance. Congress- 
man Hobbs is very sincere in sponsoring 
this legislation and has introduced his 
bill in several sessions. 


Cameron to Higher 
Guardian Post 


NEW YORK—John L. Cameron 
has been elected a director and vice- 





J. L. CAMERON 


president of Guardian Life. Heretofore 
second vice-president and associate ac- 
tuary, Mr. Cameron joined Guardian 
in 1930 as assistant actuary. An alum- 
nus of Williams College, he entered 
upon his insurance career following 
graduation in 1922. After several years 
in actuarial work with Travelers, Mr. 
Cameron joined George B. Buck, con- 
sulting actuary in New York. He re- 
signed to join Guardian. 

In recent years he has been direct- 
ing the underwriting policy and has 
been a member of the executive offi- 


Insurance Not 
Ranked with 
Artificial Flowers 


Although the status of insurance men 
is not affected by the new program of 
the Selective Service Bureau under 
which effective April 1 dependency is 
removed as a cause for draft deferment, 
the new policy naturally attracted the 
greatest interest of the insurance busi- 
ness because it was announced that the 
list of non-deferable occupations and 
industries will be extended and amended 
from time to time. While it is gratify- 
ing that insurance was not included in 
the first list, it would have been a ter- 
rific shock if the insurance industry or 
any phase of it had been included on 
that list because it would have indicated 
that the Washington authorities put the 
lowest possible value on the contribu- 
tion of the insurance industry to the war 
effort. To have put insurance in a list 
‘along with social escort services, gam- 
bling, night clubs, beer, wines and 
liquor, plumes and artificial flowers, etc., 
would have properly been taken as an 
insult. At any rate it gives the lie to 
insurance jokesters who have been say- 
ing that they have been privileged to see 
the ranking of occupations according to 
their essentialness and that insurance 
came just above artificial flowers. 

It seems unlikely that when and if 
the government gets ready to take a 
position on insurance, banking, etc., it 
would blanket such industries as non- 
deferable but there would certainly at 
least be distinctions between types of 
insurance service. 

The National Association of Life 
Underwriters has been particularly 

(CONTINUED ON PAGE 22 








cers’ committee. He is a fellow of both 
the Actuarial Society and American In- 
stitute of Actuaries. 








of insurance needed to round 


sure selling involved, . . 
of facts that were left with 


judgment. 
years ago.” 


WILLIAM H. KINGSLEY 
Chairman of the Board 





GOOD SELLING 


One of our policyholders writes his underwriter a letter of 
appreciation “for the splendid manner in which you and the 
company worked out my life insurance program,.. . 
factory plan that would assure a lifelong income to my family | 
should I pass away, or on the other hand provide me a life | 
income when I reached the age where I wished to retire. | 


“I especially appreciated the way you prepared for me a 
composite picture of my present insurance, the social security 
benefits which my family or I would receive, and the amount 


were shown by means of charts and tables, easily understood 
and which made one stop to realize what a well-planned life 
insurance program really can do. 


“Another thing that impressed me too was the fact that all 
through our negotiations there was never a bit of high pres- 
. merely a man to man presentation 


My only regret is that I did not start this plan 


This typifies the high type of salesmanship being used 
today by underwriters of all companies. 


&¢ tt | 


THE PENN MUTUAL LIFE INSURANCE CO. | 


INDEPENDENCE SQUARE, PHILADELPHIA 


a satis- 





out the program, all of which 


me for my consideration and 





JOHN A. STEVENSON 
President 














New Social Security 
Bill in Senate 


Green Measure Provides 
Total Disability and $3 
Hospital Benefits 


U. S. Senator Green of Rhode Island 
has introduced a bill to expand social 
security benefits to include permanent 
and total disability and $3 a day cash 
benefits for hospitalization. Apparently 
this is not the administration measure 
but it is rumored that the Green bill 
does have the support of the American 
Federation of Labor. These two pro- 
visions in the Green bill were also in- 
cluded in the Elliot bill that failed of 
passage at the last session of Congress. 
However, Senator Green did not include 
the many other provisions of the Elliot 
bill such as benefits for temporary disa- 
bility and extending the act to cover 
those who are not now covered. 

Under the Green bill a person who is 
incapacitated for six months will be pre- 
sumed to be permanently disabled and 
would get benefits at the same rate that 
he would under the old age pension 
provision if he were 65. 

Although provisions of the Green bill 
would not seriously compete with the 
commercial accident and health com- 
panies since total and permanent disa- 
bility is not freely obtainable and hos- 
pitalization insurance except on a group 
basis, is not generally profitable to the 
insurers, yet there is a strong element 
in the business that is opposed to ex- 
tending the benefits even to this extent 
on the theory that it would consitute an 
entering wedge and would lead eventu- 
ally to a further socialization of insur- 
ance and would tend to create an enor- 
mous bureaucracy. 

The hospitals and so-called Blue 
Cross hospital association people are 
vitally and immediately interested in such 
proposals. They fear that it would 
bring about regimentation of the hos- 
pitals because it would mean that most 
of the revenue of the hospitals would 
come from the federal government and 
they would be under the thumb of the 
Washington bureaucracy. Also the hos- 
pitals make the point that under such a 
system they would not have the where- 
withal to take care of indigent patients. 
If hospitals were to receive but $3 a day 


from patients they would have no 
margin, they say, for doing charity 
work. 


6 f Myers N amed 
N. Y. Life Secretary 


NEW YORK—C. J. Myers, who has 
been associated with the Rockefeller 
philanthropic interests, has been ap- 
pointed a secretary of New York Life. 
Mr. Myers was for 20 years on the 
staff of Tamblyn & Brown, public rela- 
tions and fund-raising counsellors. He 
was secretary of that company and later 
its executive vice-president in charge of 
personnel and client relationships. 


S. F. Keeble Named General 


Counsel of Life & Cosualty 


NASHVILLE, TENN.—Sydney F. 
Keeble, associate general counsel for 
Life & Casualty since 1938, has been 
made general counsel, succeeding P. M. 
Estes, who resigned last week after 40 
years of service. A graduate of Van- 
derbilt University, Mr. Keeble was ad- 
mitted to the bar in 1927 and, after eight 
years’ general practice, served as assist- 
ant general counsel for three years 
before becoming associate general coun- 
sel. 

At the annual meeting President A. 
M. Burton reported a new record total 
of $355,846,130 insurance in force, an 
increase of $32,287,951 over 1941. 
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Northwestern Nat'l 
Over Half Billion 


Minneapolis Company 
Increases Insurance 5-Fold 
Since 1920; Assets 10-Fold 


As the books closed on January, 
Northwestern National Life was over 
the $500,000,000 insurance-in-force mark. 
No special ceremonies mark the occa- 
sion, President O. J. Arnold | said in a 
communication to agents, “as these 
times call for steady application to the 
job without taking time off for celebra- 
tion and self-congratulation.” 

Declaring the company was within 
easy reach of the half-billion mark by 
the end of 1942 if it had applied even 
slight pressure in securing new business, 
Mr. Arnold said “we nevertheless pre- 
ferred to take it in stride, and let it 
come naturally. However it is an event 
we have all been looking forward to, and 
we may justly feel a thrill of pride and 
satisfaction. The fact that the com- 
pany’s steady, sound progress over the 
years has brought it to this milestone at 
a time so charged with great events, 
gives the occasion a special significance.” 

Since 1920, when the company at- 
tained $100,000,000 in force, also in Jan- 
uary, its insurance in force has multi- 
plied five-fold. Over the same period 
assets have multiplied more than 10-fold, 
and surplus has multiplied 14-fold. 


Praises Beveridge Report 


Mr. Arnold commented that the 
American people will probably demand 
a broader social security program, per- 
haps an Americanized version of the 
3everidge plan. He termed the Bever- 
idge report “a thorough-going, realistic 
study of the whole problem of social in- 
surance from the British viewpoint,” and 
pointed out that it deals quite at length 
with some of the serious economic reali- 
ties which must be faced in setting up 
any broad social security program. The 
emphasis in the report on the fact that 
benefits must be set so as to leave with 
the individual citizen a strong urge to 
rise above the level of social benefits, 
and the emphasis on the need for full 
employment to prevent a social insur- 
ance program from becoming too great 
a burden on the productive economy of 
the nation, both are evidence of a realism 
which has not always been apparent in 
our thinking on this subject in this 
country. Here, he said, we have tended 
to talk too much about benefits and not 
enough about the means of providing 
them. 

Mr. Arnold sph gga that our na- 
tional economy can afford a minimum 
standard of social well-being provided 
we also have freedom of production and 
encouragement of men who are willing 
to take the risks of creating new wealth. 
Without such a foundation, any program 
of social benefits can only be a tragic 
disappointment. 

“If these economic realities are faced 
in broadening our social security pro- 
gram, I am not at all afraid of ill effects 
on business as a whole, or on the life 
insurance business, from the ‘floor’ of 
economic well-being created by such a 
program. The free American will never 
be content to spend his life on any kind 
of a ‘floor.’ He will always want to raise 
himself and his family above that level. 
Therefore, he will continue to buy life 
insurance. And he must always be free 
to better himself, through this instru- 
ment, a free American industry, and go 
on building an ever higher standard of 
living in this country.” 





Mass. Annuity Tax Bill 


BOSTON—A bill sponsored by Com- 
missioner Harrington would levy a tax 
of 4 .cents on every annuity contract 
in force in the state. Due to the in- 
crease in annuity sales the department 
hired two $2,000 clerks to watch the 
business. Some 100,000 contracts would 
be affected, which would bring in $4,000. 


Speculate as to 
N. Y. Appointment 


ALBANY—R. M. L. Carson, local 
agent at Glens Falls, past president of 
the New York State Association of Lo- 
cal Agents, chairman of the National 
Association of Insurance Agents finance 
committee and N. A. I. A. national di- 
rector for New York state, has denied 
a published report that he is a candidate 
for New York insurance superintendent. 
He states that this is positively not true 
and that he has been embarrassed by 
publication of the report. Another re- 
cent addition to the list of rumored can- 
didates is G. H. Jamison, deputy super- 
intendent in charge of the _ license 
bureau, who is said to have the support 
of the Albany county Republican organ- 
ization. He has been with the depart- 
ment for the last 20 years. 

Others on the rumor list include As- 
semblyman Russell Wright of Water- 
town, chairman of the assembly insur- 
ance committee, who is still regarded as 
one of the strongest contenders; E. H 
Hunt, counsel New York Insurance 
Federation, Paul Conway, general agent 
John Hancock Mutual, Syracuse, and 
deputy state administrator for war sav- 
ings bonds; and H. A. Reoux, of War- 
ren county. 

Pending appointment of a successor 
to Mr., Pink, First Deputy T. J. Cullen 
is acting superintendent, dividing his 
time between Albany and New York 
City offices. 

First Deputy T. J. Cullen of the New 
York department was formally inducted 
as acting superintendent of insurance. 
The ceremony took place at the New 
York office in the presence of L. H. 
Pink, the retiring superintendent, and 
members of the New York Insurance 
Board, which included most of the for- 
mer insurance superintendents. 





Heathman in Dayton 
Post for Mass. Mutual 


Brooks Heathman has been appointed 
general agent for Massachusetts Mutual 
Life at Dayton, succeeding Thomas P. 
Allen, resigned. Mr. Allen, a lieutenant 
in the army, expects to be assigned to 
overseas duty. Mr. Heathman as assis- 
tant to the general agent has directed 
the office since Mr. Allen received his 
commission last April. 

Mr. Heathman went with Massachu- 
setts Mutual in 1930, as a producer in 
Dayton, representing the L. W. Witten 
agency at Cincinnati. The territory was 
divided in 1936 when an agency was es- 
tablished at Dayton. With sales of 
$456,475 in 1942, he was among the 
company leaders for the second suc- 
cessive year. 





Holz Pittsburgh Manager 
of Continental Companies 


Russell F. Holz has been appointed 
manager at Pittsburgh for Continental 


Casualty, Continental Assurance and 
National Casualty, succeeding H. H. 
Ledley. He has charge of western 


Pennsylvania, West Virginia and east- 
ern Ohio. 


A. L. C. Medical Section Is 
Calling Off June Meeting 


The Medical Section of the American 
Life Convention will not hold its annual 
meeting in June, Dr. B. F. Byrd, medical 
director National Life & Accident, sec- 
tion secretary, announced. 





Cunneen Now in Chicago 


Terence F. Cunneen, who has just 
joined the staff of the National Safety 
Council as field representative in the di- 
vision of safety councils temporarily is 
at Chicago headquarters of the coun- 
cil. Later on he probably will be sta- 
tioned in the east. Mr. Cunneen was 
formerly executive assistant for insur- 
ance for the U. S. Chamber of Com- 
merce. 


Agents Eye Fight 
on $25,000 Lid 


NEW YORK—Measures introduced 
in Congress to repeal the federal $25,000 
salary limitation regulation have aroused 
considerable interest among life insur- 
ance men, particularly in view of the 
militant attitude of the present Congress 
and the conciliatory tone of President 
Roosevelt’s annual message. 


May Affect Life Sales 


The salary ceiling threatens to cut 
into new life insurance sales quite seri- 
ously, as large cases, though relatively 
few in number, account for a good sized 
portion of total sales. Figures of a 
group of representative companies indi- 
cate that new business in the $50,000 per 
life category and higher accounts for 
about 7 percent of new business. 

If the $25,000 ceiling is not removed 
it is believed that large cases, particu- 
larly those of $100,000 and more will be 
a thing of the past. The premium on a 





*$100,000 policy, for a man old enough 


to be earning enough to pay the pre- 
mium even in normal times, would prob- 
ably be in the neighborhood of $4,000 a 
year. This would be 16 percent of net 
income after taxes in the case of a man 
subject to the $25,000 limit. 








Carroll Produces “App” 
a Week for 500 Weeks 


Arthur Carroll, agent for Con- 
tinental Assurance in Milwaukee, 
has qualified for the App-a-Week 
Club for 500 consecutive weeks, 
9%4 years. Mr. Carroll, who 
joined the company in June, 1933, 
belongs to the 2-5-0 Club, Conti- 
tinental Assurance’s $250,000 
group. 





Produce for W. L. Dugger 


As a birthday tribute to W. L. Dug. 
ger, vice-president, agents of Franklin 
Life Insurance Company are engaged in 
a three week drive which will continue 
until Feb. 6—two weeks after his birth- 
day on Jan. 26. The company is offer- 
ing two $50 war bonds and a $25 bond 
to the winners. 





Peplinski Wis. National Leader 


Richard Peplinski, district manager at 
Green Bay, led Wisconsin National Life 
in production of new insurance in 1942, 
He has been consistently among the 
leaders on the company honor roll. 




















the so-called "national average." 


progress, 


“Pardon us, but...” 


Arithmetical progression is proceeding in sequence from one num- 
ber to another. The Commonwealth Life last year indulged in some 
positive arithmetical progression and it was considerably better than 


For instance, the national gain in ordinary business (excluding 
group) was 3.1%. Commonwealth fieldmen posted an increase of 
9.6%! The national gain in industrial was 3.7%. Commonwealth 
men, in their debits, upped our industrial business 6.4%! 


We aren't necessarily twice as good as the business as a whole (as 
the figures imply!) but we are far better than the average. 


Two things stand out as important: 
earning “better than average" money as life underwriters, and 2. 
Commonwealth, as a company, is making "better than average" 


You'll pardon us, we're sure, for being proud of those two facts. 


Commonwealth men are 














WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 
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Clea Atm ephere 


in Illinois on 
Reinstatement Issue 


Two or three years ago insurers were 
disturbed by a decision of the Illinois 
appellate court in the case of Froehler 
ys. North American Life in which it was 
held that the insurer was liable despite 
the fact that the assured died only 11 
days after effecting reinstatement while 
undergoing an operation for brain tumor. 
Relying heavily on that decision suit 
was brought in Illinois against New 
York Life under policies totaling $8,000 
that had been reinstated while the as- 
sured was in the hospital, he represent- 
ing that his health was good. He died 
two days after the policies were rein- 
stated. The lower court gave a verdict 
for the beneficiary, but the United States 
Circuit Court of Appeals for the Seventh 
Circuit has now reversed that decision 
and held for New York Life. 

Max Cohen was the insured. The 
policies lapsed for non-payment of pre- 
mium Sept. 17, 1940. On Dec. 13 an 
application for reinstatement was mailed 
to New York Life with money orders to 
cover the premiums. New York Life 
made no independent examination, but 
accepted his offer of reinstatement on 
Dec. 16. Cohen had been in the hos- 
pital since Dec. 9 with a variety of seri- 
ous disorders. He died Dec. 18. 

The court declared it is obvious the 
reinstatement was brought about by 
fraud. The beneficiary claimed, how- 
ever, the policies were incontestable. 
New York Life contended that the 
Froehler and other cases cited by the 
beneficiary were based on a misconcep- 
tion of an earlier Illinois supreme court 
decision and that there is no holding 
that intentional and material fraud in 
the reinstatement application does not 
vitiate the transaction and there can be 
no occasion to apply the incontestable 
clause to a policy which stands lapsed 
by non-payment of premium. 

The court stated that the Illinois 
court, in the Froehler case, did not in- 
tend to hold that an insurer, by accept- 
ing an application under facts such as 
those in the Cohen case, is precluded 
from setting up the defense of fraud in 
the reinstatement. The question of good 
faith is to be determined as of the date 
of application. An insurer may, by 
proving fraud in the inducement, avoid 
the reinstatement even though a similar 
defense against fraud in the original con- 
tract would be precluded by expiration 
of the contestability period. 

Wendell J. Brown, Bruce M. Smith, 
Joseph W. Townsend of Chicago repre- 
sented New York Life and James B. 
McKean, James C. Rich, Laurence J. 
Miller, the beneficiary. 


James W. Ross of Peoria 
Takes Ill. State Post 


James W. Ross, prominent life in- 
surance man of Peoria. has joined the 
Illinois insurance department as assist- 
ant supervisor of the policy depart- 
ment. He has been in the insurance 
business in Peoria and in Pekin, III, 
tor 30 years. He is an agent for Mu- 
tual Benefit Life and has been very 
active in organization affairs. He has 
held all the offices in the Peoria Life 
Underwriters Association and has 
served on various committees of the 
N.A.L.U. He was honored by the 
members of his agency at a dinner and 
Was presented with a gold service pin 
representing 15 years with Mutual 
Benefit, and a gift. 


Paves Way for Retirement Plan 


MONTPELIER, VT—A bill to 
allow insurance companies to extend re- 
tirement plans to general agents and 
soliciting agents as well as salaried em- 
Ployes, has been introduced into the Ver- 
mont legislature. It would affect only 
National Life of Vermont. , 


Adioi Bust Heads 
Ill. Executives 


Adlai H. Rust, president of State 
Farm Life of Bloomington, was elected 
president of the Illinois Association of 
Life Insurance Executives at the an- 
nual dinner meeting. The new vice- 
president is E. S. Ashbrook, president of 
North American Life, and secretary is 
Howard Reeder, actuary of Continental 
Assurance. George R. Kendall, the re- 
tiring president, presided. Insurance 
Director Jones of Illinois gave a talk in 
which he advocated the continuance of 
the system of free enterprise. Two 
speakers urged the group to promote in 
every way the passage of the Guertin 
bills on non-forfeiture benefits and re- 
serve valuations, they beine R. R. Haff- 
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ner, actuary of the Illinois department, 
and F. E. Huston, actuary of the Ameri- 
can Life Convention. Harold Gordon, 
executive secretary Health & Accident 
Underwriters Conference, gave a talk on 
the proposed broadening of social 
security benefits. He had given much the 
same talk at noon that day before a 
meeting of the insurance committee of 
the Illinois Chamber of Commerce. 





McGehean in New Orleans Post 


R. J. McGehean, who has been con- 
nected with the “Insurance Field” for 
several years, has resigned to take a 
position with Louis Phillips, publisher 
of an insurance periodical at New Or- 
leans. Mr. McGehean has done both 
selling and editorial work for the “Field” 
and until recently he was located in 
New York. 


Minnesota Commissioner 
Seeks Broader Powers 


ST. PAUL—Bills drafted by the Min- 
nesota insurance department were pre- 
sented to the insurance committee of the 
house by Commissioner Johnson and 
Richard Purcell, deputy commissioner. - 
The committee agreed to sponsor all ex- 
cept one which will be given further 
consideration. The latter gives the com- 
missioner authority to make rules and 
regulations for the enforcement of state 
laws, a power which the courts have 
ruled he does not now have. 

One of the bills proposed by the de- 
partment would: 

Permit insurance companies to amend 
their charters to make them perpetual; 
most of them now expire in 30 years and 
companies often neglect to renew them, 
requiring special legislation. 





How to find and sell 


a life insurance prospect 


in 43 





hn 4,000,000 life insurance prospects (men 18 to 38) 


are now out of prospect files and in the armed services. The remaining 


prospects are earning an estimated nine and a half billion dollars a 


month, collectively. So there must be some pretty good prospects in 


there. They are not too hard to find, nor too hard to sell. [t’s not only 


our job to find and sell these men: it’s our patriotic duty. Life insurance 


dollars in *43 will buy a large share of the year’s war bonds at the same 
5 s 5 


time that they are underwriting the future of our future citizens. 





—‘( btyar 


LIFE INSURANCE COMPANY 


OF BosTONn, MASSACHUSETTS 
GUY W. COX, President 
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Take Posts in Rosieacusl St. lanai for Mutual Benefit Life 


February 5, 1943 

















W. E. JOHNSON 


W. E. Johnson, who has taken over 
the general agency at Boston for Mu- 
tual Benefit Life in addition to his duties 
as general agent in New Hampshire and 
Vermont, has been in charge of the New 
Hampshire territory since 1927. In that 
time the agency increased annual pro- 
duction ten fold. A graduate of Dart- 
mouth, Mr. Johnson entered life insur- 
ance before he was 20 and was an out- 
standing producer and agency assistant. 
A past president of the New Hampshire 
Life Underwriters Association, he or- 
ganized and was president of the Gen- 
eral Agents & Managers Association of 
New Hampshire. 

Fern D. Haselton, who will assist Mr. 
Johnson in managing the Boston ter- 
ritory, beginning April 1, is the origi- 
nator and one of the developers of 
Mutual Benefit’s “Analagraph” when he 
was field service manager and later as- 
sistant superintendent of agencies for 
the company. He entered life insurance 
with Mr. Johnson in 1932 in the New 
Hampshire agency, then went to the 
home office, from which post he went 
to St. Louis in 1940 as manager. The 
St. Louis agency’s production per man 
jumped almost 25 percent under Mr. 
Haselton’s management. 





Probable Post-War 
Trends Are Analyzed 


Clarence T. Hubbard, secretary of Au- 
tomobile, in speaking before the Board of 
Fire Underwriters in New Britain, 
Conn., called attention to the recent re- 
port of the Brookings Institution, which 
indicated that the immediate effect fol- 
lowing the cessation of war is not par- 
ticularly upsetting—that first there 1s 
hesitation, then a period of activity, fol- 
lowed by a period of readjustment never 
over two years in length, after which 
several good years appeared. 








Dunsmore Heads Managers 

William J. Dunsmore, Equitable So- 
ciety, was elected president of the Life 
Managers Association of Greater New 
York at its annual meeting, succeeding 
G. Arthur Schmidt, New England Mu- 
tual. Timothy W. Foley, State Mutual, 
is vice-president; George P. Shoemaker, 
Provident Mutual, secretary, and Julius 
M. Eisendrath, Guardian Life, chairman 
of the planning committee. 

In his discussion of taxes and selling 
problems, D. B. Maduro, general coun- 
sel New York Life Underwriters Asso- 
ciation, asked whether the business may 
not be short-sighted in yielding too 
readily to a tax conscious public which 
tends to see life insurance largely from 
a levy standpoint. He questioned the 
advisability of permitting the linking of 
life insurance too closely with tax ques- 
tions. ; 


F. D. HASELTON 


John H. Leaver, who will become 
general agent at St. Louis April 1 suc- 
ceeding Mr. Hazleton, entered the busi- 
ness at St. Louis in 1923 as an agent. 
He became a branch manager and held 
official posts at the home offices of 
Missouri State Life and Central Life 
of Iowa before he joined Mutual Bene- 
fit as field service manager in 1938. He 
then was assigned to serve midwest 
agencies and in 1940 was named man- 
aging agent at Davenport, Ia. Later 
he became manager of the Des Moines 
agency also. He is a C.L.U., and has 
a law degree. 

Mr. Johnson and Mr. Haselton were 
officially presented to the Boston agency 
at a dinner attended by members of the 
agency, prominent Boston and New 
England business and life insurance men 
and, from the home office, Vice-presi- 
dents E. E. Rhodes and Oliver Thur- 
man; M. W. Wilder, vice-president and 
treasurer, Superintendent of Agencies 
H. G. Kenagy and Medical Director 
Walter A. Reiter. F. E. De Groat, who 
retired after almost 30 years as general 
agent at Boston, was presented a 
framed certificate in appreciation of his 
39 years of service with the company 
by Mr. Rhodes. 


Schwemm Agency Is Active 
in Pension Trust Field 


The Schwemm agency of Great- 
West Life in Chicago has participated 
in about 20 pension trust cases in De- 
cember, 1942, and January. In some 
cases Great-West was used exclusively 
to underwrite retirement benefits for all 
employes covered, and in other in- 
stances was used for excess business 
where premiums involved were too 
great for one company, and also for 
older employes, due to the fact the 
company accepts retirement business 
on individuals up to age 75. 

The agency’s written business was 
very substantial in December, but in- 
creased in January to a total of $2,500,- 
000. This was an all-time written vol- 
ume mark for the agency. 

Manager Earl M. Schwemm was in 
Winnipeg this week attending Great- 
West’s annual meeting. 








Revaluation Sought in Neb. 


LINCOLN, NEB.—A new bill in the 
Nebraska legislature directs the state 
insurance department to revalue all life 
policies on a 3.5 percent basis instead 
of 4 percent and industrial policies on 
a minimum of 3 percent. Another meas- 
ure eliminates the prohibition against 
basing surrender values on premiums. 
Insurance directors would be made re- 
— by the governor, under another 
Dill. 


JOHN H. LEAVER 


i 


McDowell Suggests Group 
Producers Concentrate on 
One Field at a Time 


BALTIMORE—In addressing the 
Baltimore Accident & Health Associ- 
ation, George McDowell, superintendent 
of the group department of Metropoli- 
tan and Commercial Casualty, stated 
that group insurance has a great appeal 
because it is stripped of frills; it is basic 
protection and basically sound. While 
commissions are lower on group insur- 
ance, the lapse ratio is less than 5 per- 
cent. 

Mr. McDowell said that Victor Bein- 
field of New York had an annual 
premium income of $200,000, before he 
attempted any group sales, but now it 
is in excess of $500,000. He concen- 
trated on one field at a time. There 
were the milk drivers, which required 
getting up early in the morning. From 
this field he graduated into others such 
as the New York teachers group. 





Guertin Measure Introduced 
INDIANAPOLIS — The Guertin 
measure has been introduced in the In- 
diana senate. All legal reserve life com- 
panies in Indiana favor its passage. 
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NintH oldest among American life insurance 
companies, we pause in this critical war time year to 
note that our 95 years of continuous and successful 
operation are concrete evidence of the strength and 
stability of life insurance. We have faced many tests 
of arms, depressions and financial panics since 1848, 
but the institution of life insurance has withstood 
every one—and come through stronger than before. 
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Advances Several 





(CONTINUED FROM PAGE 1) 


Mr. Fuller is secretary of the Agency 
Section of the American Life Conven- 
tion. : 

Mr. Cooper has been with Equitable in 
the agency department since 1927. He 
served as manager of the service section 
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R. C. MeCANKIE 


until 1932, when he was made. field 
supervisor. He later was appointed 
agency assistant, and in 1939 assistant 
superintendent of agencies. He is a grad- 
uate of the state university of Iowa and 
was in the banking business in his earlier 
years. 

Smith Formerly Educational Chief 


Mr. Smith went with the agency de- 
partment in 1926 as educational director, 
following agency service at Youngs- 
town, O., and general agency work at 
Indianapolis. In 1933 he was made 
agency secretary. In 1939 field responsi- 
bilities were added to his duties, and in 
1942 he was made responsible for the in- 
duction and training of general agents. 





H. W. FOSKETT 


He is a graduate of Colgate University. 

Mr. McCankie went with Equitable in 
1920, and in 1921 was appointed assist- 
ant actuary. In 1926 he was advanced 
to associate actuary, and in 1936 was 
placed in full charge of the underwriting 
activities of the insurance department. In 
1938 he was elected underwriting vice- 
President and associate actuary. Mr. 
McCankie is a member of the council of 
the Actuarial Society of America and a 
member of the board of governors and 
Past president of the American Institute 
of Actuaries. He is a member of the ex- 
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Seek to Liberalize 
Texas Requirements 


on Investments 
DALLAS—Marked changes in Texas’ 


life company tax and investment require- 
ments are provided in four bills intro- 
duced in the legislature. The premium 
tax on out of state life companies would 
be fixed at 3.25 percent of the gross in 
lieu of the graduated scale which now 
ranges from 3.1 to 4.65 percent depend- 
ing upon the percentage of assets in- 
vested in Texas securities. Proponents 
argue that the present graduated scale 
leads to unsound practices because of the 
incentive to make loans on much too 
high valuation, and that the amendment 
will give the out of state companies more 
latitude in investing in government 
bonds. 

Another bill permits recognition of 
federal government bonds as Texas as- 
sets in determining the percentage of in- 
vestments to Texas reserves. Under the 
Robertson law Texas companies have 
been seriously handicapped in making 
investments in U. S. government bonds 
because of the law’s requirement that 75 
percent of their Texas reserves be in- 
vested in Texas securities. 


Broadens Registration Law 


A third bill broadens the policy regis- 
tration law to permit deposit of securities 
in which capital, surplus and reserves are 
invested, instead of just reserves as the 
law is now construed. It also would 
clarify the law so as to vitiate the present 
requirement of the insurance board that 
in addition to the delivery of mortgage 
lien notes, a company may be required 
to deliver to the board transfers of liens 
on each and every note, which transfers 
will be recorded in the various counties 
in which the real estate is located. The 
amendment would also permit both reg- 
istered and unregistered United States 
government securities. 

Life companies would be allowed to 
invest in debentures under another bill. 








ecutive council of the Home Office Life 
Underwriters Association. He is a na- 
tive of Scotland and a graduate of 
George Watson’s college. 

Mr. Irwin went with Equitable in 1919 
in the actuarial division. In 1926 he was 
elected assistant actuary, and in 1938 
was advanced to associate actuary. For 
a number of years Mr. Irwin has been 
head of the actuarial division of the in- 
surance department. He is an associate 
of the Actuarial Society of America and 
a fellow in the American Institute. He 
is a graduate of Coe College. 

Mr. MacKinnon joined Equitable in 
1923, following graduation from the Uni- 
versity of Iowa. In 1929 he was ap- 
pointed assistant actuary and placed in 
charge of the claims and calculations 
section. In 1938 his responsibilities were 
broadened to include supervision of sev- 
eral sections of the actuarial division. A 
fellow of the American Institute of 
Actuaries and of the Actuarial Society. 
Mr. MacKinnon has served as secretary 
of the American Institute since 1937. 

Mr. Foskett has been with Equitable 
since 1919. In 1923 he was made assist- 
ant secretary. In 1926 the title of as- 
sistant treasurer was added to that of 
assistant secretary. In 1938, as head of 
the accounting division, Mr. Foskett was 
granted the additional title of assistant 
vice-president. Mr. Foskett served on 
the board of trustees of the Life Office 
Management Association several years. 
He is president of the Des Moines 
Chamber of Commerce. Mr. Foskett is 
an alumnus of the University of Wis- 
consin. 





Vocational Life School in Wis. 


Life agents of LaCrosse, Wis., and 
vicinity attended a life insurance insti- 
tute at the vocational and adult educa- 
tional school conducted by Erbin Haren- 
burg, circuit instructor for the state 
board of vocational and adult education. 











GAINS IN 1942 


Insurance in Force........ 
a ee a eee eee up $ 1,171,755 
Policy reserves and funds held for the benefit 


up $30,258,413 


of policyholders up $29,860,391 








Netrateearned....................... 


$95,122,316 
_. . $26,368,589 


New paid-for life insurance . 
Payments to policyholders. . 


ASSETS 

Cash in Banks.......................... $ 9,335,170 
Bonds: United States Government Obligations 38,649,803 

Other Bonds................ 160,279,967 
Stocks (Market Value)... 15,682,308 
Mortgage Loans......................... 181,755,398 
2,950,000 
bbe ode, _ 29,297,363 
2,600,000 
3,906,506 
4,575,576 
7,053,647 


Collateral Loans ....................... 
a es 
Home Office Property.................... 
ee 
Interest Due $230,141 and Accrued $4,345,435 


Net Outstanding and Deferred Premiums. . 





Eisen cae okee eh ethae eae $456,085,738 


Securities carried at $222,913.45 in the above statement are deposited 
for purposes required by law. 


LIABILITIES 


Policy and Contract Reserves... . 


Policyholders' Funds Left with 
Company Under Optional Set- 
ID Sari ani eh ewes a $39,348,094 


Dividend Accumulations .__.. 17,162,593 
4,761,083 


. $367,302,700 


Advance Premium Fund... 61,271,770 





Reserve for 1943 Dividends. .. . 
Reserve for Taxes Payable in 1943 
Liability for Outstanding Claims... .... 
Miscellaneous Liabilities .............. 


5,100,000 
1,660,000 
1,350,308 
1,004,551 





eee $437,689 ,329 
873,647 
17,522,762 


Investment Contingency Reserve............ 
NT 5 55 2's gear ca (9 sede aes 





RS in ed alawedieh cee ueetac ween $456,085,738 


Gnnectiolr Wulual 
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INSURANCE MEN IN ARMED SERVICES 





Travelers Honor Roll Lists 
More Than 2,200 in Service 


The third edition of Travelers’ honor 


roll of employes and _ representatives 
now in armed services, contains 2,201 
names, an increase of more than 88 


percent over the first honor roll of 1,167 
published in July. A copy has been 
sent to every person in the Travelers 
employ and to all those listed, wherever 
they are serving. 

Though compiled from information in 
the companies’ possession Dec. 12, the 


honor roll lacks the names of 180 
Travelers men and women from the 
United States and Canada who have 


entered service. Periodic revisions are 
planned to keep the list up to date. 





Lieut. Comm. W. B. Combs, former 
Portland, Ore., general agent, has been 
transferred from the naval training sta- 
tion at Seattle to new duties with the 
fleet in the south Pacific. 

Gilbert Moody, supervising assistant 
for Mutual Life of New York at Colum- 
bus, O., has been appointed a lieutenant 











a INTO 
THE MAILS GOES THE FIRST 
ANNOUNCEMENT OF “SELL- 
ING LIFE INSURANCE UNDER 
WARTIME CONDITIONS.” 


* * * 


Three objectives are embodied 


in this new 1943 retraining 
project: 
(1) To help the underwriter 


understand the times; 


(2) To help him move with the 
times so far as his sales pro- 
cedure in a war-economy is 
concerned; 


(3) To help him find the place 
of life insurance in the total 
war effort. 


ABOUT FORTY ASSOCIA- 
TIONS are planning _ special 
“More Sales Per Gallon” clinics 
built around “Selling Life Insur- 
ance Under War-Time Condi- 
tiens.” 
x ok x 

IN CITIES in which Associa- 
tion clinics will not be con- 


ducted, many managers will 
conduct special agency study 
groups. 

* ok * 


IF YOU have not yet received 
your copy of the announcement, 
drop me a line, and it will be 
forthcoming posthaste. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


\ INDIANAPOLIS 











(i.g.) in the navy, training at Harvard 
University. George A. Patton, Jr., agent, 
has been appointed a cadet in the air 
corps and will train at Biloxi, Miss. The 
Columbus office of Mutual Life under 
Robert W. Weathers has contributed 
nine men to the armed forces. 

Edgar G. Olden, district manager of 
Lamar Life in Dallas, has been commis- 
sioned a first lieutenant in the army and 
is attending training school in Texas. 


Charles E. Becker, Jr., 19 years old, 
son of the president of Franklin Life, 
has gone into the army. He attended 
Hill School and for the past year worked 
in the actuarial department of Franklin. 
He is the oldest of the four Becker chil- 
dren, two of whom are twin girls. 


Edward A. Kitzmiller, formerly as- 
sistant general agent of Massachusetts 
Mutual Life in Pittsburgh, has been pro- 
moted from first lieutenant to captain 
at the Dalhart, Tex., army air force 
glider school. 


Joseph B. Theobald, Westmoreland 
county, Pa., district manager of Massa- 
chusetts Mutual Life, has been commis- 
sioned a lieutenant (j.g.) in the naval 
reserve. 

Corporal Tom Meighan, clerk for Re- 
liance Life before he was inducted into 
the army in September, 1941, gets a lot 
of kidding at Camp Robinson, Ark., 
where he is an instructor in army fun- 
damentals, because he is the uncle of the 
late, famed Thomas Meighan, movie star 
of the silent era. Corporal Meighan was 
married recently to Doris Hood, who 
formerly worked in the actuarial depart- 
ment of Reliance Life for more than 
four years. 


Walter G. Fargo, Augusta, Ga., dis- 
trict agent for Massachusetts Mutual, 
has been released from army duty and 
will do defense work until the war is 
over. . 


Ensign John Dyer, brother of George 
L. Dyer, Jr., head of the St. Louis 
agency of Columbian National Life and 
formerly with that agency, has reported 
in Boston for two months training in 
gunnery and navigation. He formerly 
was on the personnel staff at the naval 
base in Corpus Christi, Tex. 

L. B. Dierkes, New York Life, Cin- 
cinnati, had the unusual thrill of hear- 
ing over the radio the voice of his son, 
Flight Lt. Wm. J. Dierkes of the Royal 
Air Force in England. Pilot Dierkes, 
who is 30 and has been with the R. A. F. 
in England for over 18 months, spoke 
of being in raiding parties over Berlin, 
Cologne, Turin and Genoa and pro- 
claimed a desire to make it a royal flush 
by going over Tokio. L. B. Dierkes re- 
tired as agency director about a year 
ago after spending 50 years in the busi- 
ness in Cincinnati. 

Edward P. Lowes, formerly associ- 
ated with his father, Ralph C. Lowes, 
Jr., general agent Indianapolis Life in 
Peoria, Ill., now a commander in the 
navy on service in the south seas with 
the amphibious force, was aboard the 
first ship sunk in the battle of Guadal- 
canal. 

Edward D. Parks, mortgage loan su- 
pervisor of State Mutual Life, has been 
commissioned a first lieutenant in the 
army finance department. He reported 
for duty at Duke University army 
finance school, Durham, N. C. 

Lieut. (j.g.) William D. Bacon who 
has been with the field training depart- 
ment of Occidental Life of California 
for 18 months, has been ordered to re- 
port for duty in the navy at Quonset 
Point, R: 1. 

Robert W. Boyles of Troy, O., repre- 
sentative of the Henry Stout Agency of 
John Hancock, Dayton, O., volunteered 
for the American field service, which is 
a volunteer hospital unit serving on the 
front with combat troops. 

Jack Ames, former assistant actuary 
of Bankers Life of Nebraska and son 
of Col. E. C. Ames, vice-president, re- 





cently commissioned in the army, has 
been transferred to St. Petersburg, Fla., 
as an instructor in mathematics. 


A. Otis Graeser, assistant secretary of 
Ohio National Life since 1926, has been 
commissioned a captain in the adjutant 
general’s office of the War Department. 
He has reported to the office of depen- 
dency benefits, Newark. 

Captain Graeser graduated from 
Princeton in 1924 and got a master’s de- 
gree in the mathematics of life insurance 
from the University of Michigan. 


Lt. Edwin L. Baxley, formerly with 
Penn Mutual Life in Little Rock, Ark., 
was co-pilot of one of two flying fort- 
resses which recently shot down 11 Ger- 
man fighter planes while on a raid over 
the continent. 

William C. Toon, for the past several 
years cashier in the San Francisco 
agency of Union Central Life, has en- 
listed in the army and has started train- 
ing in the ski and mountain artillery 
corps in Colorado. 


Lt. Comm. W. H. Siegmund, U.S. N., 
who is Los Angeles general agent of 
Connecticut Mutual Life, stopped off 
there briefly on his way to Portland, 
Ore., to assume command of a fleet 
mine sweeper. Lt. Comm. Siegmund, 
who has been in service with the navy 
more than a year, was relieved from sea 


duty on a destroyer last August and 
sent to the naval mine warfare school 
at Yorktown, Va., for a course of in- 
struction, and on completion of that 
course was ordered to the anti-sub- 
marine war service at Key West for a 
five weeks’ course. 


Gives Warning on Victory Tax 


The American Life Convention has 
suggested that agents be cautioned to 
set aside enough to take care of the 
victory tax when it becomes due in 
1944. The companies, of course, will 
not withhold this tax from commission 
remittances to agents but the individual 
agent is liable for payment of the tax 
on his net business income when it 
comes time to pay the 1943 federal in- 
come tax on March 15, 1944. The 
agents, of course, may deduct certain 
business expenses from their gross in- 
come in calculating the tax. | 


Foosaner Talks on Trusts 


S. J. Foosaner, Newark insurance at- 
torney, conducted an all-day session at 
Akron, O., for life men, trust officers 
and attorneys on pension, stock bonus 
and profit-sharing trusts. The meeting 
was arranged by Ralph W.. Hoyer, 
Columbus, O., general agent of John 
Hancock Mutual Life. 
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% Defenders of Home, Family, 
Nation—through Life Insurance 
... that’s the job which State 
Life Agents—and other Faithful 


Agents—have undertaken for 
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Advice to Agents 
in 1857 Still Has 
Familiar Ring 


In connection with the 100th anni- 
versary of Mutual Life the company 
looked up some of the old records and 
found allusions that are particularly in- 
teresting in view of present day condi- 
tions. For instance, in 1857 the com- 
pany got out some instructions for 








Building at 44 (now 56) Wall street, 
New York City, where Mutual Life 
opened for business Feb. 1, 1843. The 
building still stands. 


agents on successful selling. Although 
these were laid down with a dignity 
that is dated they have a most familiar 
tone today. 

The following admonitions appeared 
in the company’s “Instructions to 
Agents” issued 86 years ago: “The 
marked success of some agents, and the 
signal failure of others, may be traced 
in almost every instance to their fidelity 
to, or their neglect of, the rules here 
laid down. No intelligent, industrious, 
and persevering agent has ever been 
known to fail of success under these 
rules; while no ignorant, fitful, or sloth- 
ful agent has achieved success while dis- 
regarding them. 

‘The agent should have a policy on 
his own life in the company he repre- 
sents. If you apply to another to take 
a policy, and he asks you, ‘Are you as- 
sured?’ and you say ‘No’—what becomes 
of your argument in its favor? Example 
will be stronger than precept. 

“The agent should make -himself in- 
telligently and fully acquainted with the 
fundamental principles and the general 
usages of the company he represents, 
and satisfy himself that they are sound 
and just, and then he should study to 
acquire readiness and skill in present- 
ing and applying them. 

“The agent should first apply to his 
personal friends and connections, and 
get them to obtain assurance; and then 
to the most intelligent and influential 
Persons in the community, as they will 
most readily appreciate the claims and 


Pension Trusts 
Are Causing 


Selection Problem 


NEW YORK—One undesirable re- 
sult of the large scale sale of pension 
trust business is that some of these 
cases bring in a type of insured that 
would not ordinarily be written by the 
more selective companies. Inclusion of 
employes who would not be considered 
desirable risks by reason of living stand- 
ards, habits, or occupations, is due to the 
fact that their employers are making so 
much money in war business that it is 
not necessary to confine the plan to key 
men, while the revenue law governing 
pension trusts makes it necessary to in- 
clude a larger percentage of employes 
than heretofore if the employer’s contri- 
bution is to be allowed as a business ex- 
pense in computing the federal income 
tax. 

As a result of this situation one prom- 
inent company has adopted a policy of 
not proceeding with pension trust cases 
until the agent turns in the names and 
dates of birth of all those who are to be 
covered. This enables the home office 
to check the M. I. B. records and deter- 
mine which of the group have been 
turned down or rated. It eliminates 
much wasted time and also the medical 
examiners’ fees in those cases which the 
employers would have refused because 
of an unduly high percentage of rejec- 
tions. 








advantages of assurance, while their 
names and example will be a passport 
and recommendation to others. Every 
party assured becomes an advocate, and 
generally an active one, for life assur- 
ance. 

“Awaken interest by circulating pam- 
phlets, reports, papers and other docu- 
ments and facts furnished you by the 
office for distribution, to be fully fol- 
lowed by personal appeal and argument. 
Active opposition is better for a good 
cause, like life assurance, than ignorance 
and apathy; as opposition awakens in- 
terest and inquiry, and the truth tri- 
umphs. Few, if any, are ever influenced 
by a mere newspaper advertisement to 
take a policy. 

“Persevering industry and unflinching 
determination to succeed by personal 
effort, will insure complete success—and 
nothing else will. 

“It is often stated as an apology for 
want of success that ‘there are so many 
agents for life assurance in the place.’ 
If your company is manifestly the best 
represented, the ‘many agents’ are a de- 
cided advantage. They help to excite 
inquiry and diffuse information, and the 
ground thus cultivated is but prepared 
for your harvest. Our most successful 
agents are those who work where there 
is most competition.” 


Insured Four Presidents 


Among former Presidents of the 
United States who owned Mutual Life 
policies were Taft, Theodore Roosevelt, 
Wilson and Harding. 

Early policies of Mutual Life were in- 
validated if the insured died at sea or in 
consequence of a duel or visited south 
of the southern boundaries of Virginia 
and Kentucky. 

During its first five years Mutual Life 
accomplished more than the Old Equi- 
table of London, founded in 1761, ac- 
complished in 25 years. 

The Mutual Life home office building 
represents the finest construction of its 
period. Completed in 1884, the eight- 
story building of Indiana limestone was 
formerly the only “skyscraper” in the 
downtown New York insurance district. 
The interior construction is mainly 
rolled iron beams on plate girders rest- 
ing on cast and wrought iron columns. 
Its architecture is Italian Renaissance 
with vaulted and panelled ceilings of 
mahogany, white marble capitals and 
columns ornamented with Renaissance 
carvings. 











As Constant as Time 


This widow is one of many who owe their 
independent status in life to the thoughtful- 
ness of their late husbands—men who be- 
lieved in life insurance. 


Every month, on a specified date, the 
postman stops with a check—funds pro- 
vided by such protection against want. 


There’s another factor in this story. Al- 
most invariably, the beneficiary owes 
much of her secure position to the per- 
sistency and earnest purpose of a life 
insurance agent who would not take 
“no” for an answer. 
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Raymond Olson 
Mutual Trust Head 


(CONTINUED FROM PAGE 1) 


nature and the company has partaken of 
his character. 

Mr. Olson entered upon the practice 
of law in Chicago just 50 years ago and 
he was one of a group that conceived 
the idea of establishing a sound life in- 
surance company in 1904, that group 
having witnessed some of the tragic con- 
sequencies of assessmentism. He started 
with the company on a full time basis 
as counsel, later became agency director, 


then vice-president and in 1922 was 
elected president. In January, 1922, he 


was appointed United States district at- 
torney at Chicago and continued to serve 
in that capacity until 1927. However, he 
kept in daily touch with the work at 
Mutual Trust during that period. 

Mutual Trust was started as a modi- 
fied preliminary term company in 1905 
and in 1916 it was placed on the full 
level premium plan. In 1935 it went 
from the 3% to 3 percent net level basis. 
Assets at the end of 1942 amounted to 
$57,536,711, surplus and contingency re- 
serves $4,384,454 and insurance in force 
$205,617,511. 


Ga. Drive Off to Good Start 
ATLANTA—The 


insurance 


drive of Georgia 
men to break all records for 


war bond sales in Georgia got under 
way Monday with initial sales of all 


type of bonds totalling somewhat more 
than $2,000,000, Langdon C. Quin of 
Hurt & Quin, chairman of the advance 
sales committee, announced at a lun- 
cheon. The insurance men face a state- 
wide quota for the month of $6,600,000 
in series E bonds. More than 700 at- 
tended the luncheon. Every type of in- 
surance activity was represented. 

During the luncheon three Atlanta 
insurance women, costumed as_ night 
club cigarette girls, sold stamps and 
bonds. 

Speakers were Rutherford L. Ellis, 
president of the Georgia Association of 
Insurance Agents, and Lieut.-Col. Fred 
P. Jabobs of the Fourth Service Com- 
mand. 


House Organ Discontinued 


Mid-Continent Life of Oklahoma 
City announces that the agency bulle- 
tin for December will be the last edi- 
tion during the duration of the war. It 
states that due to increased demands 
placed on all workers by the war its 
own home office, printers, engravers, 
paper houses as well as mailing and 
transportation facilities, the bulletin has 
grown increasingly difficult to produce 
without considerable timelag. 


I. L. GRIMES 


Cc. E. MENOR, JR. 


Ww. W. NIPPER 





Iowa Senate Increases 
Non-Medical Limit to $5,000 


DES MOINES—The Iowa senate has 
approved a measure increasing the non- 
medical limit in Iowa to $5,000 from $2,- 
000. The bill is sponsored by the Iowa 
Association of Life Underwriters. 

_The senate also passed a bill permit- 
ting investment of trust funds by fidu- 
ciaries in life, endowment or annuity 
contracts. Such contracts may be issued 
on the lives of wards or beneficiaries of 
a trust fund created by will or trust 
agreement, or upon the lives of persons 
in whose lives such ward or beneficiary 
has an insurable interest. Proceeds 
shall be the sole property of persons 
whose funds are invested therein. 

A new senate bill authorizes minors 
who have attained the age of 18 to re- 
ceive benefit payments of life insurance 
proceeds not exceeding $500 a year. An- 
other senate bill authorizes minors 18 
years or older to contract for life insur- 
ance. 

The senate also passed the bill requir- 
ing radio announcers “soliciting, adver- 
tising or announcing” insurance to se- 
cure an insurance agent’s license. 


Ginsburg Wins Federal Life Cup 

The Robert Ginsburg agency of Fed- 
eral Life in St. Louis won the Presi- 
dent’s Cup for the largest volume of 
business in the life department in 1942 
for the third successive year. Ginsburg 
also, was the leading personal producer 
and will again be the Inner Circle presi- 
dent. 


Changes in Loan Branches 


Changes have been made affecting 
management of the New England and 
northern New Jersey mortgage loan 
branch offices of Prudential. E. S. All- 
sopp, New England manager, Boston, 
is being transferred in the same capac- 
ity to northern New Jersey at Newark, 
succeeding Ervin Jackson, resigned. 
J. A. Conklin, assistant manager at Bos- 
ton, is being promoted to manager. J. 
J. Wilson, Jr., mortgage loan appraiser 
at Boston, will become assistant man- 
ager there. 


Conventions 





Table, 
York 


Round 
New 


March 18-19, Eastern 
Life Advertisers Association, 
City, Hotel Pennsylvania. 

June 3-4, American Institute of Actua- 
ries, Chicago, Edgewater Beach Hotel. 

June 7-8, National Association of 
Accident & Health Underwriters, Pitts- 
burgh, William Penn Hotel. 


CIO Certified for Prudential 


The United Office & Professional 
Workers of America, CIO, has been 
certified as bargaining agent represent- 
ing a majority of the industrial agents 
of Prudential in all states except Wis- 
consin. 

The certification was made as the 
result of a card check conducted by the 
American Arbitration Association. The 
check, conducted by mutual agreement 
between the company and the union, was 
attested by Professor W. B. Cornell of 
New York University, member of the 
AAA’s national panel of arbitrators. 

Totaled in the votes for the union 
were election results in New York, New 
Jersey, Michigan and Massachusetts in 
which the UOPWA had formerly estab- 
lished majorities through state-wide 
labor elections. 

Collective bargaining negotiations will 
now begin with the company. The 
union will be represented by a nego- 
tiating committee headed by Lewis Mer- 
rill UOPWA president, and including 
Leon Berney, director of national insur- 
ance division; Roy Whitman, president 
of the New York City insurance local; 
George Hansen, president of the Chicago 
local; Joseph Lehman, president of the 
Philadelphia local; Kenneth O'Dell, 
president of the Trenton local, and 
Ralph Sullivan, Prudential agent repre- 
senting the Massachusetts area. Allan 
Haywood, CIO director of organization, 
will also participate in the negotiations. 





A bill has been introduced in the 
Georgia house to reduce license fee for 
agents to $5. 

E. L. Carson, Milwaukee 
Equitable Society, spoke to the 
town, Wis., Rotary Club. 


manager 
Water- 





1942 Production Results Are Given 








-—New Paid Business——, rm vhange in Ins. in Force : 
1942 1941 1942 1941 

Acacia Mutual Life..$ 44,481,955 $ 45,966,221 +$ 21,869,138 +$ 23,236,409 
Colonial Life, N. J... 19,388,573 21,939,061 op 11,500,864 ot 9,339,131 
Connecticut General.. 417,857,642 222,574,922 + 176,599,696 a 89 568,221 
Great Southern Life. 26,267,661 26,892,711 oh 8,419,411 a 7,373,075 
wuardian Gife ...0.. 37,843,966 44,633,415 + 13,516,982 + 15,667,233 
Ohio State Life...... 13,198,365 13,315,521 + 6,961,228 + 5,824,230 
Pacific Mutual Life.. 38,249,9391 42,638,738 + 4,685,761 + 8,226,002 





1Includes increases and revivals. 


Direct Mail Results Are 
Told by Louise Mercier 


Louise Mercier, agent of Union Cen- 
tral at Kankakee, IIl., told the Wom- 
an’s division of the Chicago Association 
of Life Underwriters at a luncheon 
Tuesday how she controls the use of 
her time and gets results from direct 
mail. She found the retirement  in- 
come direct mail letter prepared by 
Union. Central was effective and sent 
out 7,428 of these letters, receiving 533 
replies and closing 50 cases for a total 
of $179,000 of business. 

In 1940 she had 517 sales 
and closed 48 cases; in 1941, 


interviews 
549 sales 


interviews and 62 sales; last year, 445 
sales interviews and 67. sales. She 
writes regularly more than $200,000 a 


year, specializing in professional groups 
such as doctors and dentists. 

About 75 percent of her business 1s 
secured from Kankakee residents and 
the remainder from small towns  near- 
by. She gets 60 percent of her busi- 
ness from policyholders and 60 percent 
written on women, selling them 
money for future delivery and at high 
premium rates. She told the division 
that she planned twice as much work 
as she can possibly do. She finds that 
she makes sales in proportion to the 
number of calls and she has a com- 
plete record day-by-day since — she 
started in the business. 

Jeanette T. Phillips, Massachusetts 
Mutual, presided and told of a plan for 
the division to visit all the life agencies 
in Chicago to stimulate the giving of 
blood for plasma purposes. She named 


is 


a nominating committee to select a 
slate to be voted on at the annual 
meeting, consisting of Bessie M. Dixon, 
John Hancock, chairman; Blanche 
Gatzert, Mutual Benefit; Sara Frances 
Jones, Equitable Society; Garland 
Kahle, Equitable Society, «nd Edna 
Kaufmann, Penn Mutual. 


J. P. Traynor with Mutual Life 


NEW YORK—J. P. Traynor, dep- 
uty New York insurance superintend- 
ent in charge of the liquidation bureau, 
is becoming manager of real estate of 
Mutual Life. A. A. Boyle, assistant to 
Henry Verdelin,  vice- -president and 
manager of real estate, has been ap- 
pointed manager of mortgages. Mr. 
Traynor and Mr. Boyle will serve un- 
der Mr. Verdelin, who is now on leave 
of absence in military service. 

Mutual Life has appointed R. B. 
Kay, mortgage analyst in the real es- 
tate department, as assistant manager 
of buildings, succeeding the late Aaron 


Polk. 
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Arnold System 
Program Is 
Being Expanded 


MINNEAPOLIS—Northwestern Na- 
tional Life is assuring current partici- 
pation in the Arnold system program to 
all veteran agents, regardless of their 
current production volume, and is also 
extending participation in the plan to 
selected new agents who will be paid 
Arnold system renewals, after a_ brief 
trial period, on blocks of orphaned busi- 
ness assigned to them for servicing. 

This announcement by President O. J. 
Arnold highlighted the company’s an- 
nual meeting held at the home office. 

In order to protect established agents 
who may, through sickness, accident, or 
advancing age, fail to meet in any given 
year the minimum production required 
for participation, the company has set up 
three alternative methods by which such 
agents may continue to participate: 

Any full-time agent who has in force 
$250,000 of Arnold system business 
eligible for Arnold system renewals dur- 
ing the current year. 

Any agent who has completed 15 
years of full-time service with the com- 
pany, so long as he continues to work 
full time for Northwestern National. 

Any agent who has completed 10 years 
of full-time service and is 65 years of 
age or more. 

Agents who qualify by current pro- 
duction as well as under the three pro- 
visions above will be given special 
recognition as “Four Star Old Guard 
Leaders.” 


Extra Incentive to Veterans 


Mr. Arnold said this will give an 
extra incentive to veteran agents to keep 
in production. One major objective of 
the compensation method is to pay lib- 
erally for quality service rendered cur- 
rently and so put agents in position to 
make their own plans for their later 
years, regardless of any retirement bene- 
fits they may receive from any source. 
Older men have given faithful service, 
have contributed to the upbuilding of 
the company, and are currently serving 
their clientele faithfully even though 
their production may fluctuate somewhat 
for very good reason. 

The program for the new agent places 
selected recruits under the Arnold sys- 
tem, with the basic pay it affords, imme- 
diately following a brief trial and a 
period of intensive training at a home 
office school under the direction of Sales 
Director W. R. Jenkins and instructors. 
Upon his return to the field the agent 
will be assigned a block of policyholders 
—a market of his own—to service and 
develop, receiving Arnold system com- 
missions on this business just as though 
he himself had sold these policyholders 
in the preceding year. This basic pay 
continues approximately three years. All 
commissions the agent earns—first-year 
and renewals on the Arnold system 
basis—on business which he originates 
himself, are paid him in addition to this 
basic pay, whether the busness is on the 
lives of these old policyholders or new 
clients. 

W hether a new man will be eligible 
is to be largely determined by his scor- 


E.. G. Cann Heads 
Canadian Group 


E. G. Cass, manager for Excelsior 
Life at Winnipeg, was elected presi- 
dent of the Life Underwriters Associa- 
tion of Canada at the annual meeting 
in Toronto. 

Honorary president is Frank Robin- 








E. G. CASS 


son, Mutual Life of Canada, Montreal; 
honorary vice-president, Grant Taggart, 
Cowley, Wyo.; provincial vice- presi- 
dents: C. H. Black, Mutual Life of 
Canada, Charlottetown, EE. Ez Ge. 
Rogers, Canada Life, Halifax; Gordon 
W. Malcolm, North American Life, 
Saint John; Maurice Nadeau, Travelers, 
Quebec; J. A. Perron, Industrial Life, 
Montreal; A. G. Smith, Great-West, 
Toronto; H. P. Charlton, Sun Life, 
North Bay, Ont.; J. A. Sinnott, Mon- 
treal Life, London; Murray Marven, 
Monarch Life, Fort William; W. A. 
Murphy, Metropolitan Life, Regina; 
William Glen, Dominion Life, Calgary; 
George Young, Manufacturers Life, 
New Westminster, B. C. 

Chairman is C. V. Earl, Sun Life, 
Toronto. 

The directors are P. V. Bond, Great- 
West, D. F. Connell, Dominion Life, 
G. H. Donaldson and R. H. Freeman, 
London Life; W. Magee, Prudential, 
A. E. Rundle, North American Life; 
Ryrie Smith, Mutual Life of Canada and 
J. M. Tory, Sun Life, all of Toronto, and 
P. M. Monahan, Canada Life, Barrie, 
and J. H. Templin, Great-West, Hamil- 
ton. 

The association endorsed a “pay-as- 
you-earn” plan of collecting income 
taxes. 








ing in periodic tests of his progress 
during his early months under contract. 

The company desires to fix the 
selected agent’s basic pay at a point 
which will enable him to meet his mini- 
mum living needs with the money he 
earns for servicing the business assigned 
to him and from current first-year and 
renewal commissions on business which 
he himself originates. 








SALESMAN-MANAGER 


A company issuing Life and Accident and Health insurance 
Policies that appeal to today’s market has an opening in 
Colorado with headquarters in Denver which offers a real 
opportunity for the man who can qualify. In reply state age, 
insurance sales experience, if any, and such other qualifica- 
tions as you believe will warrant a personal interview. Address 
R-32, The National Underwriter, 175 W. Jackson Blvd., Chicago. 
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“Rationalization” and Life Insurance 


“Rationalization,” usually thought of 
as the process of finding reasons that 
sound good for deeds that are not, has 
taken on a new wartime meaning in in- 
dustry and because of the growing crisis 
in manpower might well be the subject 
of some thinking in the insurance busi- 
ess. 

Rationalization in the new sense is a 
word that has been borrowed from Eng- 
land though actually, as Bernard M. 
Baruch, the Donald Nelson of the first 
world war, pointed out recently it is 
merely a $10 word for the policy that the 
United States pursued back in 1917-18. 
As applied in England it has meant the 
operation of an entire industry on an in- 
tegrated basis nationwide. For example, 
a standardized type of work shirt is de- 
veloped. One factory turns out nothing 
but a certain size of this shirt. Other 
factories specialize in other sizes, and 
so on. Consolidation of milk deliveries 
so that 10 distributors are not delivering 
and competing in a single neighborhood 
would be a type of rationalization. The 
term is also applied to the adoption of 
more efficient methods within a single 
company, much like what we have come 
to know in this country as streamlining. 

Rationalization of the latter type is 
constantly going on in insurance com- 
panies, for competitive reasons if for no 
other. To an extent it has prevailed on 
an almost industry-wide basis, the most 
recent example of which is the getting 
together of companies and insurance de- 
partments on a new proposed uniform 
basis for valuation and non-forfeiture 
values benefits. Activities of the Group 
Association have been a step in the di- 
rection of rationalization, though to a less 
extent now than formerly. Conferences 
among home office underwriters, actu- 
aries, medical directors, office manage- 
ment experts and agency executives have 
followed the rationalization principle to 
the extent that their pooling of informa- 


tion has tended to produce fairly uni- 
form procedures that are superior to 
what any company would probably have 
worked out solely on its own. 

However, rationalization imposed by 
pressure of government authority might 
be a considerably different matter which 
because of lack of understanding of the 
problems of the business could do more 
harm than good. Any attempt to oper- 
ate the entire life insurance business as 
if it were one huge company might offer 
appealing possibilities to efficiency ex- 
perts with little practical knowledge of 
life insurance. For example, it might 
appear to an outsider that because of the 
manpower shortage it would be a good 
idea to line up all members of the public 
according to an elaborate territorial divi- 
sion and assign these to agents in such 
a way that there would be no competi- 
tion among the representatives of a sin- 
gle company or among rival companies. 
Elimination of what is held to be waste- 
ful effort arising out of competition is 
one of the guiding principles of ration- 
alization and any type of overlapping 
effort whether competitive or not is 
frowned on. 

Possibly rationalization offers some 
good ideas that might be incorporated 
into the life insurance business but it 
would certainly be well if all the pros 
and cons could be drawn up and dis- 
cussed in the business itself so that well- 
intentioned but perhaps impractical ideas 
of governmental authorities can be 
brought into line with the facts without 
giving the impression that the life insur- 
ance business is simply trying to buck 
every effort to move it out of its accus- 
tomed groove. With the manpower 
shortage the question becomes one call- 
ing for the greatest tact and diplomacy 
as well as intelligent handling to get 
whatever benefit there may be out of any 
move in the direction of rationalization. 
It is a subject of moment. 


Figure Set in Concrete 


There is always danger of some fig- 
ure being impressed indelibly on the 
mind which may have an effect in the 
purchase of life insurance when in real- 
ity the standard may be entirely incor- 
rect. For instance, under the Presiden- 
tial edict the maximum salary that one 
can earn after paying his income tax, 
life insurance premiums and other com- 
mitments is $25,000. It works out so 
that a man getting $67,000 salary, after 
paying his tax, will have $25,000 max- 
imum. 


This $25,000 maximum limit on salary 
therefore having had so much publicity 
in the papers will be used by the aver- 
age person to signify the extent to which 
his life insurance may go. The maxi- 
mum salary and the amount of life in- 
surance carried have nothing in common 
but the $25,000 figure does assert itself 
in the minds of many people. There- 
fore they will conclude that they should 
not buy more than $25,000 life insurance. 

The lesson from all this is that agents 
need to sell life insurance more and more 


in terms of monthly income and not 
lump sum. The question is how much 
life insurance must a man Carry to en- 
able his family to have an income of a 
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certain amount which he may decide. 
Income selling therefore should be the 
basis of almost all interviews. There is 
an abundant opportunity to sell incomes, 


Use of Financial Statement 


At this period of the year each agent 
can use the statement of his life com- 
pany to advantage as a canvassing docu- 
ment. In recent years life companies 
have streamlined their financial exhibits. 
Formerly they were not devised in such 
a way that the wayfarer could clearly 


understand. Now an alert, intelligent 
agent can pick up some point or two 
in his statement that has a special ap- 
peal. It is not so much large figures 
that count as it is some specific item 
that shows life insurance in action and 
what it is doing. 








PERSONAL SIDE OF THE BUSINESS — 





C. W. Sulier, manager of Fidelity Mu- 
tual Life at Lexington, Ky., was elected 
president of the board of commerce 
there. 


Paul Latham, New England Mutual 
Life, has been elected 1943 president of 
the University club of Minneapolis. 


Insurance men have practically taken 
over the St. Paul Athletic Club manage- 
ment for 1943. E. A. Roberts, vice- 
president Minnesota Mutual Life, was 
named president; John F. Scott, whose 
Minnesota Federal Savings & Loan 
Association has an insurance department, 
was elected vice-president, and Elmer 
Oistad, general agent Guardian Life, 
was made secretary. 

Herbert W. Dent, Chattanooga man- 
ager of John Hancock Mutual, after put- 
ting in a full day at the office goes to the 
Combustion Engineering Co. plant there 
and works as an expeditor until mid- 
night. He keeps all production data on 
each item manufactured by his shift. 
His son, Lt. Herbert W. Dent, Jr., is an 
instructor at Avon Park, Fla., where he 
is teaching graduate pilots the art of 
handling the fast and dangerous B-25 
bombers for the army. He expects to 
be transferred to combat duty soon. 


Wichita life men have been elected to 
civic positions. Clayton Mammel, home 
office general agent Farmers & Bankers, 
is president of the Y. M. C. A.; Gerard 
Allen, Northwestern Mutual, president 
of the Family Consultation Service, and 
J. Logan Thayer, general agent Occi- 
dental Life, president Workshop for the 
Blind. 


A seven-act musical review, “For In- 
stance,” was staged by the Prudential 
Athletic Association at Camp Kilmer 
and Ft. Monmouth. It was directed by 
F. H. Yeomans. The performance will 
be given Feb. 9 at the Manhattan Beach 
Coast Guard Training Station. 


Thomas T. Martin, Murfreesboro, 
Tenn., district manager Mutual Life of 
New York, was elected president of the 
Murfreesboro Chamber of Commerce. 
In November he qualified for the sixth 
consecutive year for the National Field 
Club. He is past president of the Lions 
Club at Murfreesboro. 


P. D. Gold, who was president of the 
American Life Convention in 1912 when 
he was first vice-president of Jefferson 
Standard Life, and during the past few 
years a member of the board of appeals 
for claims against the veterans adminis- 
tration ian Washington, has been ap- 
pointed chairman of the departmental 


war savings bond committee of the 
veterans administration. He also is 
associate member of the board of vet- 
erans’ appeals. The new committee is 
a part of the interdepartmental commit- 
tee for the voluntary payroll savings 
plan for the purchase of war savings 
bonds which was created by President 
Roosevelt. 


Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, who has been recuperating at 
Tucson, Ariz. from a major operation 
last fall, has moved to Cedar Rapids, 
Ia., his home town. He is a patient at 
St. Luke’s hospital, of which for many 
years he has been a trustee. His change 
of base is a further step toward recovery. 
His chief prescription now is rest and 
quiet. 

John L. Taylor, manager of Mutual 
Life of New York at Springfield, III, 
has been elected vice-president of the 
Springfield community fund. 


Emanuel E. Larsen, agent of the J. R. 
Hastie agency of Mutual Life of New 
York in Chicago, has been elected vice- 
president of the Chicago Executives 
Association. 


W. K. Niemann, president Iowa Asso- 
ciation of Life Underwriters, served as 
state chairman for the March of Dimes 
campaign for the second straight year. 
Mr. Niemann was the leading general 
agent of Bankers Life of Des Moines 
in 1942 for the seventh straight year. 


Robert E. Watson, for eight consecu- 
tive years leading producer in the San 
Francisco agency of Occidental Life, is 
observing his 20th service anniversary. 
He has written over $10,000,000 new 
business for Occidental. 


Frank J. Price, Jr., associate man- 
advertising and 


ager of Prudential’s 
publications department, suffered a 
broken left wrist when a rug at his 


home slipped under him. 

President Julian Price of Jefferson 
Standard Life has returned to Greens- 
boro from Baltimore where he under- 
went a physical checkup and a minor 
operation. 

Although he was handicapped by ill- 
ness much of the past year, Frank 
Maffei of the Pittsburgh agency of Ohio 
State Life has completed 12 years of 
consecutive weekly production. 

Howard Blanton, agency vice-presl 
dent Volunteer State Life, while on an 
agency visit at Rock Hill, S. C., slipped 
on a wet pavement, fell, fracturing his 
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right ankle in two places. He was taken 
to York County Hospital in Rock Hill. 
Mrs. Blanton was visiting her father at 
Rock Hill at the time Mr. Blanton’s ac- 
cident occurred. It will be several weeks 
before he will be able to walk without 
the aid of crutches. 

David Marks, Jr., of East Orange, 
N. J., who maintains an office in Newark 
for New England Mutual Life and who 
is with the Freid agency of the com- 
pany in New York City, ranked first of 
all agents of the company in December 
for volume, lives and amount of pre- 
miums, and ranked second in 1942 for 
the three classifications. 


DEATHS 


Julian H. Wilds, 60, veteran Toronto 
agent of Canada Life, died. He led the 
company in both volume and “points” 
awards in 1941. 

William Stedler, vice-president and 
sales promotion manager “The Weekly 
Underwriter,’ died unexpectedly Tues- 
day at his home in Ridgewood, L. I. He 
was 58 years old and had been in the in- 
surance newspaper business since 1907, 
when he joined the Spectator Company 
as a clerk. After having been a travel- 
ing representative for the previous six 
years, he resigned in 1920 to become 
eastern advertising representative of the 
“Insurance Field” and in 1935 became its 
resident vice-president at New York. He 
resigned in 1940 to go with “The Weekly 
Underwriter.” He was widely known 
throughout the insurance business for 
his genial hospitality. 

Mr. Stedler was at his office as usual 
all day Monday. Tuesday, just after 
breakfast, he complained to Mrs. Stedler 
that he did not feel well and expired be- 
tore she could get him a glass of water. 
He is survived by his wife and daughter. 
Mr. Stedler suffered a severe shock in 
1940 when his only son, A. W. Stedler, 
who was with the Home’s reinsurance 
department, died after a brief illness. 

Thomas J. Danner, 75, assistant man- 
ager of Fidelity Mutual Life at Pitts- 
burgh, died there. Mr. Danner had been 
associated with Fidelity Mutual for 39 
years. 

Charles F. Diehl, 68, board chairman 
ot Sun Life of Baltimore, died there fol- 
lowing a month’s illness. He started 























with Sun Life when he was 16 as an of- 
fice boy and had been associated with it 
continuously until his death. He became 
secretary, then vice-president, and had 
been chairman of the board for five 
years. 

James A. Buchanan, 67, for 30 years 
district manager of John Hancock at 
Cleveland, died at his home in Lake- 
wood, O. 


SALES MEETS 











Bankers National 
Holds Conference; 


Tells of New Forms 


NEW YORK—Presentation of war 
bonds to members of the company’s two 
production clubs by R. R. Lounsbury, 
president, and W. J. Sieger, vice-presi- 
dent and superintendent of agencies of 
Bankers National Life, and announce- 
ment of a new life expectancy policy 
were highlights of a short business con- 
ference held in lieu of an agency con- 
vention here. Bankers National closed 
the year with more than $89,000,000 in 
force and the largest gain in its history 
in business in force, Mr. Sieger said. 
More men qualified for the premier pro- 
duction group, the Presidents Club, 
than ever before. 

There are a number of interesting 
features of the new policy, which re- 
places a similar contract discontinued 
last year. It is issued from ages 15 to 
60, minimum amount $2,500, on both a 
standard and substandard basis, with the 
amount of insurance reducing at ex- 
pectancy age to 40 percent of the ini- 
tial amount, but with a 60 percent re- 
duction in the initial premium simul- 
taneously. It is intended to fit a need 
where term is not applicable and or- 
dinary life would involve too great an 
outlay. Waiver of premium disability, 
and accidental death benefits are avail- 
able and the policy may be written on 
women. At age 35, life expectancy age 
69, the premium is $21.72 prior to life 
expectancy age and $13.03 thereafter, 
when the face amount drops to $1,000. 

Within a short time, the company 


will have three more new policies: a 
policy for children up to age 15, a 
straight term to 65 policy and a reducing 
amount policy. The modified systematic 
savings (MSS) policy for children is a 
coupon policy issued in a minimum 
amount of $2,000. If carried through to 
maturity (25 years), it will be company 
practice to adjust the difference between 
a 214 and 3 percent reserve basis on the 
face of the policy. The minimum amount 
issued for the straight term level pre- 
mium policy to age 65 is $5,000. It may 
be used as a family maintenance policy 
and is issued on ages 15 to 55. 

The third policy is patterned on a 
mortgage redemption policy with reduv- 
ing face amount. It is extremely flex- 
ible and is issued at ages 21-50, mini- 
mum policy $2,500, for any number of 
years from 5 to 25 provided the assured 
is not beyond 70. The assured may buy 
any amount per month, such as $3.57 
or $6.56, and it is really a separate pol- 
icy to form a family income benefit. It 
can be added to any policy already in 
force and contains a 5-year conversion 
privilege. It is also written substand- 
ard. Mr. Sieger said that the company 
would award $10 in war stamps to the 
agent submitting the best name for the 
policy before Feb. 15. 

Carl Huber, chief underwriter, and 
Jack Cook, assistant underwriter, dis- 


cussed underwriting problems. Leo 
Hoffman of the agency department out- 
lined the sales possibilities in the pro- 
vision of the wage stabilization act al- 
lowing an employer to increase the wage 
of an employe 5 percent through pur- 
chase of life insurance for the employe’s 
benefit. F. E. Guion, Retail Credit 
Company, Newark, told of the difficul- 
ties in making inspections under war- 
time conditions but said the problem is 
being solved satisfactorily. 

B. Hollom Smith, investment analyst, 
a new member of the home office staff, 
was introduced by Mr. Sieger. 

Irving Victoroff, Jersey City, is presi- 
dent and H. J. Baker, Boston, vice- 
president, of the presidents club. Um- 
berto Pastore, Scranton, is president, 
and David Soibelman, Pittsburgh, vice- 
president of the master producers club. 

Mr. Lounsbury was master of cere- 
monies at the dinner, which featured 
Irvin Bendiner, Philadelphia, as the 
speaker. Mr. Bendiner gave the ex- 
cellent talk he recently delivered be- 
fore the New York City Life Under- 
writers Association showing the oppor- 
tunities to get business under present 
conditions. 





Bray Agency Has Meeting 
The Texas agency of New England 
Mutual Life held its annual meeting at 
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Houston, with agents attending from 
all over the State. L. M. Buckley, as- 
sistant general agent, conducted a sales 
clinic. Lt. Francis G. Bray, general 
agent, now stationed at Ft. Sam Hous- 
ton, Tex., attended the meeting. 





Alliance Life ae Meet 
in Home Office City 


Alliance Life held a regional ri 
of agencies in Peoria, Ill. B. T. Kamins, 
agency director, presided. There was 
general discussion of group, health, acci- 
dent and surgical benefit contracts, and 
a number of addresses. 

Dr. J. E. Hunsinger, medical director, 
spoke on “Wartime Underwriting”; C. 
J. Gilbert, district agent of Champaign, 
Ill., on “Successful Selling Methods”; D 
J. Patterson, Battle Creek, Mich, on 
“Doing More Business with Less Gaso- 
line” ; E. G. Atkinson, agency secretary, 
on “Proper Use of Sales Aids,” and E. F. 
Brewer, manager new business depart- 
ment on “Agency Office Records.” 

The President’s trophy for attainment 
of highest percentage of quota, paid-for 
new business went to General Agent F. 
L. Noel, Champaign, whose percentage 
was 197.2. For the best percentage of 
total business renewed, the service 
trophy was awarded to C. W. Hanson, 
General Agent at Peoria, IIl. 

At a meeting later in the 
Battle Creek, General Agent T. E. Rog- 
ers, Flint, Mich., will receive the con- 
servation trophy given for highest re- 
newal of second year business. 

Alliance Life was host at a dinner at 
Peoria at which motion pictures of the 
company’s agency outing in Florida 
were shown. 


AGENCY NEWS 


Graham Leads American Reserve 


The . Paul H. Graham Agency of 
American Reserve Life, which super- 
vises Nebraska outside of Omaha, led all 
the company’s agencies in 1942 in paid 
business with a production of $1,476,000. 
Mr. Graham, whose headquarters are in 
Omaha, is the only full time man in the 
agency, the others consisting almost en- 
tirely of local bankers with whom he 
works. By his production record, Mr. 
Graham becomes 1943 president of the 
American Reserve’s Eagle Club, a posi- 
tion he held also in 1942. 


Mutual Life Cashier Retires 


Harry A. Pierce, cashier of the Mil- 
waukee agency of Mutual Life, has re- 


month at 





tired after 41 years of service. Mr. 
Pierce started with Mutual Life in 
Washington, D. C. He graduated from 


and obtained his 
The Mil- 
Pierce 


Coiumbian University, 
master’s degree in law there. 
waukee agency presented Mr. 
with a gold watch and chain. 


Paret Agency Elects 


The Agents Association of the Louis 
F, Paret agency of Provident Mutual 
Life in Camden, N. J., and Philadelphia 
elected these officers: President, Ridgley 
Sweeney; vice-president, C. H. Beyer; 
secretary, Alice E. Roche. 





Detroit Agency's Fine Record 


Arthur P. Johnson, Detroit manager 
of Great-West Life, closed the year 
with an increase of 7% percent in new 
premium income, €00 new policyholders 
on the books and an average of $4,500 
per policy. Equalling the 1941 show- 
ing, 12 men again qualified for the Presi- 
dent’s Club. They paid for $2,096,725 
of new business. 





Theiss Talks ¢ to “Ad” “ay 


Arthur W. Theiss, sales promotion 
manager of Ohio National Life, dis- 
cussed “Sale Promotion Can and Does 
Do a Job During Wartime” at a lun- 
cheon meeting of the Toledo (O) 
Advertising Club. 
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Mass. Mutual 
Promotes Five 
at Home Office 


Massachusetts Mutual Life has ap- 
pointed Carl A. Sabin and Walter C. 
Sullivan, assistant counsel; Richard B. 
Hodskins, and Frances A. Bryant, at- 
torneys, and Kenneth W. Perry, assist- 
ant director of agencies. 

Mr. Sabin got his law degree at 
Northeastern University in 1923 and 
later became a member of the law de- 
partment of Massachusetts Mutual. 

Mr. Sullivan was first employed by 
Massachusetts Mutual in 1919 and was 
appointed attorney in 1931. He received 
an LLB from Northeastern University. 

Mr. Hodskins has worked for Mas- 
sachusetts Mutual since 1930 and since 
1941 has been a member of the law de- 
partment. He is a graduate of Williams 
College and Northwestern University 
law school. 

Miss Bryant went with Massachusetts 
Mutual in 1926 in the policy department 
and joined the law department in 1939. 
She was graduated from Northeastern 
University. 

Mr. Perry is a graduate of Massa- 
chusetts State College. He entered the 
life insurance field with the Springfield 
agency of Massachusetts Mutual, in 
1931. A year ago he was appointed 
agency assistant. In this capacity he 
has worked largely with agents on pen- 
sion trust cases, and the installation of 
salary allotment plans. He isa C. L. U. 





Woman Actuary Is Named 
by Union Mutual Life 


Miss Ruth E. Westin has been ap- 
pointed to the actuarial staff of Union 
Mutual Life at the 
home office, asso- 
ciated with A. 
Thomas Lehman, 
vice-president and 
actuary. For sev- 
eral years she was 
a member of the 
life department ac- 
tuarial staff of 
Travelers in Hart- 
ford. 

Thoroughly 
trained in mathe- 
matics and actuar- 
ial science, Miss 
Westin has suc- 
cessfully passed four of the associateship 
examinations of the Actuarial Society of 
America. She was graduated cum laude 
from University of Vermont, where she 
majored in mathematics, and is a mem- 
ber of Phi Beta Kappa. 

As an assistant in the actuarial de- 
partment she will do special work for 
the accident and health as well as life 
divisions, under the direction of Actuary 
Lehman and Harold G. Walton, assis- 
tant actuary. 





Ruth E. Westin 


Lamar Life New Officers 


The Lamar Life of Jackson, Miss., has 
elected Mrs. Jane Davidow as associate 
actuary and W. H. Gussio auditor and 
assistant treasurer. W. K. Fritz and 
Miss Mary Keith Moffat have been 
elected assistant secretaries, 





Mutual Trust Promotes Mosher 


Thomas A. Mosher, who has been 
connected with Mutual Trust Life seven 
years, has now been appointed field as- 
sistant at the home office. He started as 
a clerk in the agency department and in 
1941 entered the selling field in the home 
office agency. He later became broker- 
age manager as well. 


Leivestad to N. Y. 
Life Home Office 


Henry Leivestad has been appointed 
superintendent of agencies of New York 
Life. He has been agency director in 
charge of the Capital Branch in Madi- 
son, Wis. 

Mr. Leivestad was graduated from the 
University of Minnesota in 1924 and 
started with New York Life in Minne- 
apolis. He served as auency organizer 
at Minneapolis and in 1927 was made 
agency director at Fargo, N. D. In 1931 
he was appointed agency director at 
Madison. 

Mr. Leivestad is chairman of the First 
Congregational Church in Madison. He 
received the C.L.U. designation in 1942. 





Reliance Life Promotes 
Several at Home Office 


Robert C. Kneil, formerly assistant 
vice-president of the Reliance Life, was 
elected vice-president at the annual 
meeting of directors. Six other execu- 
tive promotions were also announced. 

James H. Layton, formerly assistant 
secretary and with the company 34 
years, was named assistant vice-presi- 
dent, and Arch D. West, former assis- 
tant secretary with 32 years’ service, 
was elected secretary. 

Dr. William W. Hobson and Dr. John 
L. Humphreys, formerly associate 
medical directors, were named medical 
directors. Dr. Hobson has been with 
the company 27 years and Dr. Hum- 
phreys six years. Dr. Olin M. Eakins, 
medical director since 1909, will con- 
tinue to direct the work of the medical 
department as vice-president and med- 
ical director. 

Gilbert A. Friday, formerly manager 
of the renewal department, with 23 
years of service, was made assistant 
secretary, and William M. Guthrie, for 
the eight years assistant auditor, was 
named comptroller. 


Heaton Assistant Counsel 


of National Life, Vt. 


Clifton M. Heaton, who has been 
connected with the legal staff of Na- 
tional Life of Vermont 29 years, was 
elected assistant counsel at the annual 
meeting of directors. Mr. Heaton was 
born in Montpelier in 1877 and has 
lived most of his life there, but it was 
while he was serving as attorney for the 
Merriam Mortgage Co., Topeka, Kan., 
that he was invited, in 1914, to become 
a member of the legal staff of National 
Life. He was elected attorney in 1925, 
and was closely associated with the late 
George B. Young, general counsel, as he 
has been with Deane C. Davis, the 
present general counsel. He was a rep- 
resentative in the Vermont legislature 
of 1933 and is a former president of 
the Vermont Chamber of Commerce. 





J. N. Gatch on Union Central 
Board; Koeppe, Bary Go Up 


John N. Gatch has been elected a di- 
rector of Union Central Life filling the 
vacancy left by the death of his brother, 
Loren G. Gatch, last year. 

Arthur J. Koeppe, assistant actuary, 
was promoted to associate actuary. 

Adolph W. Bary, formerly manager of 
the branch office accounts division, was 
elected an assistant superintendent of 
agencies. 





Several Promoted at Home 
Office by Federal Life 


At the annual directors meeting of 
Federal Life of Chicago, Herbert Jen- 
sen, who has been with the company 
more than 18 years, was elected assis- 


SS 


tant secretary. H. S. MacNamara, K, 
L. Merley and S. E. Kirchman were 
elected assistant general counsel. H, J, 
Wurtz was named statistician, W. E. 
Riddering accountant in the life depart- 
ment, and E. Schoeder accountant for 
the accident and health department, 





Continental Assurance Directors 

W. E. White, vice-president and 
director of agencies of Continental 
Assurance of Chicago, and T. Albert 
Potter, president Elgin National Watch 
Company, were elected this week direc- 
tors of Continental Assurance. 





INDUSTRIAL 


Tennessee Seeks 
New Industrial 
Policy Provisions 


NASHVILLE—New provisions for 
industrial life policies are provided in a 
bill introduced in both houses of the 
Tennessee legislature by Commissioner 
McCormack, who previously had _ sub- 
mitted the measure to legal departments 
of domestic industrial companies which 








found it “not objectionable.” The meas- 
ure calls for: ; 
1. A four-week grace period for 


weekly premium policies and a month 
period for monthly policies after first 
premium is paid. 

2. Policy shall be incontestable after 
it has been in force two years during the 
lifetime of the insured, except for viola- 
tion of conditions of the policy relating 
to naval, military, or allied services, dis- 
ability, and involving additional insur- 
ance against death by accident or loss of 
members of body. 

3. In case of misstatement of age 
benefits accruing shall be such as the 
premiums paid would have purchased at 
the correct age or ages. 


Dividend Provision 


4. Under a participating policy, a pro- 
vision to ascertain and apportion divi- 
dends 

5. Provision for a stipulated form of 
insurance in the event of default of 
premium after three years, with a cash 
surrender value after five years in lieu 
of the stipulated form. If optional 
forms of extended coverage are offered, 
insured is to be allowed 60 days to elect 
his option in writing. 

6. Policy may be surrendered for 
cash value within €0 days, but not more 
than six months after application, after 
due date of defaulted premium. 


Reinstatement Rule 


7. Policy may be reinstated at any 
time within two years from the due date 
of the premium in default unless cash 
surrender value has been paid or exten- 
sion period has expired, 

8. Policy must show 
forfeiture options. 

9. Claims must be paid within two 
months after receipt of proof of death 
of insured. 

10. No agent has the power to waive, 
change or alter any terms or conditions 
of the policy contract delivered or issued 
for delivery. 

11. Provision for change of bene- 
ficiary but insurer has right to reject 
those who have no insurable interest. 

Governor Cooper is backing the meas- 
ure. 


table of non- 


Bet Paid i in ania. 


Last July, A. P. Mazza, Harrisburg, 
Pa., manager:of Ohio State Life, bet 
R. S. Leuzinger, manager of the home 
office agency, $3 for each month that 
Harrisburg w ould top Columbus in paid- 
for business in each of the remaining 
six months of 1942. Mazza lost the bet 
and this week Leuzinger received in 
payment of the bet $18—all in pennies. 
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Howard Is Penn Mutual 
General Agent at San Diego 


C. L. Randolph & Son have resigned 
as general agents of Penn Mutual at San 
Diego and 
will become 
assoc i- 
ate general 
agents. C. 
L. Ran - 
dolph’s son- 
in-law, Geo. 
Cc. Howard, 
succeeds as 
general 
agent, with 
the full ap- 
proval of 
the Ran - 
dolphs. 

C. L. Ran- 
dolph was 
first ap- 
jointed as 
Penn Mu- G. €. 
tual general 
agent in Golconda, IIl., about 46 years 
ago. In 1911 he went to San Diego 
to form the partnership of Henking & 
Randolph. His son Ralph joined him in 
1926 in the new firm of C. L. Randolph 
& Son. Ralph Randolph is now on leave 
of absence as a lieutenant commander in 
the navy. ; 

George C. Howard joined Penn Mu- 
tual and the Randolph agency in 1930 
and was appointed associate general 
agent in 1935. He is a graduate of.the 
University of Southern California col- 
lege of law. Last year he attended the 
company’s agency building school at the 
home office. 


Canada Life Advances 
More to Ottawa Manager 


Canada Life has appointed Murray L. 
More manager in Ottawa, Ont. He has 
been in charge of 
this branch since 
February, 19 42, 
when he was ap- 
pointed branch; su- 
pervisor. He joined 
Canada Life’s home 
office staff in 1928. 
After four years in 
the accounting de- 
partment, Mr. 
More was appoint- 
ed secretary of the 
East Quebec 
branch, His inter- 

M. L. More est in sales work 
prompted his trans- 
fer to the field force early in 1937. After 
two years as district manager at Chicou- 
timi, Mr. More returned to Toronto in 
1939, After being transferred to Win- 
nipeg for a short time, he was appointed 
city supervisor at Ottawa in 1940. 


Upton Named Sun Life 
Manager in New Orleans 


LE. C. Upton, Jr., has been appointed 
New Orleans manager of Sun Life. He 
succeeds Russell J. Simpson, who has 
been commissioned a first lieutenant in 
the marines. 

Mr. Upton, a native of New Orleans, 
has been with the company since 1935, 
He has a splendid production record and 
in 1941 was made unit supervisor. Re- 
cently he was presented a gold watch 
for five years membership in the Leader- 
ship Club. He received his C. L. U. 
designation in 1938, 





Howard 














Wallington Ohio Manager 
of Jefferson National 


Jefferson National Life of Indian- 
apolis, which was recently admitted into 
Ohio, has appointed I. D. Wallington of 
Mansfield as state manager. He has been 
in the business since 1907 and has had 


New Union Central Head 
at Denver Is Experienced 


recently 


George P. Williams, who 
Denver 


was named manager of the 
agency of Union 
Central Life, suc- 
ceeding the late 
Guy C. Lyman, has 
spent more than 20 
years with the com- 
pany. He entered * 
life insurance with 
the Denver agency 
in 1922 and quali- 
fied for the com- 
pany’s $250,000 
Club the first year. 
He has paid for 925 
cases for a total 
$4,515,338 of busi- 
ness. In addition 
to his work as an agent he has handled 
supervisory duties for the Denver 
agency. 





G. P. 


Williams 


much experience both as a nersonal pro- 
ducer and in sales management. For 
the past five years he has been eastern 
division manager for Guarantee Mutual 
Life with headquarters in Cleveland. 


McGwire to Newark for N. Y. Life 


E. D. McGwire, agency director of 
New York Life in Youngstown, O., has 
left to take a similar post in Newark. He 
will be succeeded by A. H. Thomson, 
formerly assistant manager in Pitts- 
burgh. About 40 agents and their wives 
attended a farewell luncheon for Mr. 
McGwire, presenting him a watch. 


Arnold Named by Northern 


Mark Arnold, for several years with 
Great-West Life in St. Paul, has been 
appointed general agent there for North- 
ern Life with offices in the Pioneer 
building. 











Shamel Named at Dayton 


George J. Woodward, agency mana- 
ger for Equitable Society at Cincinnati, 
has appointed Franklin R. Shamel dis- 
trict agent at Dayton, O., succeeding 
Lewis C. Cook, who has been appointed 
head of the federal rationing board for 
seven counties with headquarters at 
Dayton. 

Mr. Shamel has been district manager 
for Equitable at Springfield, O. He made 
an outstanding record in building a new 
organization and in joint work. 





Spalding Topeka Pinch Hitter 


J. E. Spalding, a former general 
agent of Penn Mutual, is pinch-hitting 
at Topeka as supervisor of the district 
office there since the resignation of Del- 
bert Roberts to join Minnesota Mutual 
at the home office. 





Kistler Niles, Mich., Supervisor 

James E, Kistler has been appointed 
district representative at Niles, Mich., by 
American United Life. He formerly was 
a leading producer at the Niles office of 
Metropolitan Life. 





Crown Life of Toronto has appointed 
Edward Brown & Sons of San Fran- 
cisco as general agents. 


CHICAGO 


CHICAGO GROUPS ACTIVE 











Thomas Lane, president Indiana Per- 
sonnel Association, addressed the Group 
Supervisors division of the Chicago As- 
sociation of Life Underwriters Monday. 
Lowell F. Brown, division chairman, pre- 
sided. 

Directors of the Chicago association 
met Wednesday with President J. H. 
Brennan to consider plans for the an- 


nual sales congress to be held April 17 
in connection with the annual meeting 
of the Illinois Association of Life Under- 
writers. Regional meetings and the sales 
forum series to start Feb. 13 also were 
discussed. P. B. Hobbs, agency man- 
ager Equitable Society, addressed the 
advisory council at a meeting Thursday, 
with Louis Behr presiding. 

Courtenay Barbour, Sr., general agent 
Equitable Society, Chicago, and Paul 
Speicher, R. & R., will speak Feb. 13 at 
the opening session of the 1943 sales 
forum series sponsored by the Chicago 
association. President Brennan and and 
G. L. Grimm, chairman educational com- 
mittee, will talk briefly. Mr. Barbour 
will take up “The War Time Service of 
the Institution of Life Insurance,” and 
Mr. Speicher “The War-Time Service of 
the Life Underwriter.” 





PENSION TRUST BUSINESS 

There is an increasing amount of pen- 
sion trust business being written in Chi- 
cago. Offices that are seeking this class 
have a specialist who understands the 
intricacies of this particular line. Very 
often, however, outside pension trust ex- 
perts are called in, there being four or 
five independent men in the business in 
the city. They are acquainted with all 
the technical and legal phases. Most 
companies writing this class are getting 


more selective and require a_ larger 
amount of information as to applicants. 
This is due to the fact that they fear 
that unless the business is well 
grounded and the policyholders are con- 
vinced that the move is sound they 
may not continue the contracts in the 
future. 

There has been a prediction that the 
lapse ratio will be heavy after the close 
of the war. Now considerable pension 
trust business is written as a modest 
increase in wages. Many concerns, how- 
ever, have the welfare of their employes 
at heart and are buying it from that 
standpoint. Inasmuch as the federal tax 
will be heavy, concerns feels that they 
might as well use some of their money 
for the good of their workers rather 
than paying out so much in taxes. 

The usual procedure is for the policy- 
holder’s attorney to draw up a trust 
agreement. In some cases the attorney 
or the pension trust expert is sent to 
Washington to consult those having 
this particular matter in charge in the 
internal revenue department. There are 
three men who are giving their time to 
it. They offer an offhand oral opinion 
but it is not signed, sealed and delivered 
until the actual trust agreement appears 
in written form and then it is officially 
ratified or not. Insurance offices usually 
keep a ceiling of $6,000 a year on the 
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income of any one individual although 
in some cases a higher amount has been 
used. This very much depends on what 
the department in Washington will 
agree to. 

The Northwestern Mutual was the 
first company to write pension trust 
business in its modern form and there- 
fore it got a running start and secured a 
goodly amount of desirable business in 
the Chicago area. Other companies 
have taken it up and are meeting with 
success in selling it. This is a worth 
while paying business. The average 
agent, however, if he runs into a pros- 
pect immediately cooperates with the 
pension trust expert in his office in de- 
veloping a case. Some companies have 
ceased writing pension trust business 
not desiring to increase investment dif- 
ficulties. Some companies writing group 
insurance are not particularly seeking 
pension trust business. There is some 
brokerage business of this type coming 
especially from offices whose companies 
will not write it. 





VIGO JENSEN NO. 1 MAN 


Vigo E. Jensen of the Raymond J. 
Wiese agency at Chicago for North- 
western National Life was the leading 
agent for the entire company in 1942 
on the basis of persistency record. Mr. 
Jensen was recently made _ brokerage 
supervisor. Three other members of the 
Wiese agency are listed among the 50 
leaders in the company, Onnie Bridges, 
P. F. Navin and Albert J. Zern, who 
is a unit manager. 


wor 


Main Factors in Pension 
Trusts Pointed Out 


ST. PAUL—Five members of St. Paul 
C.L.U. chapter presented a symposium 
on the use of life insurance and annui- 
ties in employes’ pension trusts. Taking 
part were E. P. Bragdon, B. W. Bauern- 
feind, George Brown, Z. W. Finberg and 
R. I. Lackey. 

“The very heart and soul of the pen- 
sion trust plan lies in the tax features in- 
volved, both from the sales end and the 
mechanical operation of the plan in its 
entirety,’ Mr. Finberg pointed out. “In 
establishing an employe incentive pro- 
gram of any type, three basic questions 
arise under the federal income tax law. 
The first is the deductibility of em- 
ployer contributions. Second, the tax- 
ability of the contributions and income 
to the trust created and third, the tax- 
ability of the contributions for and dis- 
tribution to participating employes as in- 
come in their personal tax returns. In- 
come tax exemptions exist in all three 
categories, where the incentive plan is 
created in good faith for the exclusive 
benefit of employes, and is reasonable 
and sound actuarially. As a general 
rule, however, where tax saving is the 
principal object of the plan it will not 
qualify as being for the benefit of the 
employes.” 

Mr. Finberg said that under no cir- 
cumstances should the agent pose as a 
tax expert and attempt to complete the 
entire plan. 








Chicago Chapter Meets 


The Chicago Chapter of C. L. U. will 
meet Friday to hear E. H. McDermott, 
attorney, discuss the economic stabiliza- 
tion act. H. G. Walter, Penn Mutual, 
president, will preside. G. H. Gruendel, 
New England Mutual, is program chair- 
man. 





Union Life Officials on Tour 


J. W. Walker, president, and Elmo 
Walker, secretary-manager of Union 
Life, Little Rock, are on a two-week 
tour of agents in Oklahoma, New 
Mexico, Arizona and Utah. They will 
go to California before returning to the 
home office. 


Latest Policy Changes 


The National Underwriter is the only weekly insurance ne 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





Great Southern Adopts New 
3°%/, Reserve Basis 


Great Southern Life has changed 
from a 3% to a 3 percent reserve basis. 
Both participating and non- participating 
rates are increased. Endowments for 
less than 20 years, both annual and sin- 
gle premium, and the elective annuity 
contract have been discontinued. Family 
protection, special protection and eco- 
nomic protection have also been discon- 
tinued. Child’s endowments at 16 and 
17 are no longer written. 

Sample non-participating rates follow: 

Non-Participating Rates Per $1,000 

7-——Preferred—~\ 
Risk 20 
20 Life Whole Pay 
Pay- Ex- Life Endow- Life 


Whole ment pect- End. ment Ine. 
Life Life ancy Age Age Age 


Age $2,500 $2,500 $2,500 85 85 65 
14 $32.95 $55.83 $24.13 — $23.50 $19. “4 
15 33.55 56.5 24.35 14.27 23.81 19.9 
20 37.18 60.75 26.58 15.81 25.58 23.06 
21 37.98 61.68 26.93 16.16 25.97 23.78 
22 38.83 62.63 27.30 16.52 26.37 24.55 
23 39.75 63.60 27.68 16.91 26.78 25.36 
24 40.68 64.68 28.63 17.31 27.22 26.22 
25 41.70 65.68 29.05 17.74 27.66 27.13 
26 42.73 67.10 29.55 18.18 28.12 28.09 
27 43.90 68.40 30.70 18.65 28.60 29.24 
28 45.10 69.73 31.28 19.14 29.12 30.48 
29 46.35 71.08 31.88 19.66 29.67 31.70 
30 47.68 72.48 33.28 20.20 30.22 32.90 
3 49.08 73.90 33.98 20.77 30.79 34.21 
32 50.53 75.388 34.70 21.38 31.40 35.60 
33 52.08 76.88 36.35 22.01 32.00 37.09 
34 53.70 78.53 37.23 22.69 32.65 38.68 
35 55.438 80.25 38.13 23.40 33.31 40.38 
36 57.25 81.95 39.08 24.17 33.98 42.22 
3 59.18 83.75 41.20 24.98 34.73 44.21 
38 61.20 85.63 42.33 25.85 35.47 46.34 
3 63.35 87.58 43.50 26.77 36.29 48.65 
40 65.65 89.63 44.78 27.74 37.12 51.16 
41 68.08 91.80 48.98 28.74 37.98 53.87 
42 70.65 94.05 49.08 29.81 38.90 56.85 
43 73.40 96.45 50.68 30.95 39.87 60.10 
44 76.33 98.98 54.05 32.15 40.90 63.68 
45 79.43 101.63 56.00 33.44 42.00 67.61 
46 82.70 104.48 58.05 34.81 43.12 pias 
47 86.25 107.43 60.20 36.27 44.36 

48 90.00 110.60 64.60 37.83 45.68 

49 94.00 113.98 67.15 39.49 47.04 

50 98.25 117.55 69.90 41.26 48.48 

9) 124.18 139.38 93.25 52.382 57.37 

60 162.60 172.93... 67.61 70.06 

65 221.3: aie 92.06 .. 





Monarch Life Will Pay 
31/, Percent Through 1943 


A new formula has been adopted by 
Monarch Life of Massachusetts for divi- 
dends on life policies in 1943. The for- 
mula recognizes the improvement in 
mortality and the reduction in interest 
earnings. The company has not changed 
its dividends for 3% years. 

Since protection forms of policies and 
policies recently issued have low re- 
serves and consequently large amounts 
exposed to the risks of mortality, they 
are affected differently by these changes 
than are investment policies and_poli- 
cies of longer duration which have larger 
reserves and smaller amounts exposed. 

The net results of the reallocation will 
be to distribute in 1943 approximately 
the same total dividends as in 1942. 
Protection forms of policies will in gen- 
eral receive larger and the investment 
forms smaller dividends. During 1943 
the company will continue to allow 3% 
percent interest on all funds left with 
the company, including dividend accu- 
mulations and proceeds of policies left 
under optional income plans. This is 
the rate guaranteed on policies issued 
prior to July 1, 1939. On policies issued 
since then and up to Feb. 1, 1943, the 
guaranteed rate is 2% percent for policy 
proceeds left at interest and 3 percent 
for all other funds. Commencing Feb. 
1 new policies provide 2% percent under 
all option settlements but will continue 
to guarantee 3 percent on dividend accu- 


mulations. However, through 1943 at 
least, the company will continue to pay 
3% percent regardless of the rate guar- 
anteed. 


Dominion Life Makes 
Extensive Rate Changes 


In a sweeping rate increase affecting 
Practically all policies, Dominion Life 
discontinued some plans and _ revised 
others. The endowment age 85 has 
been replaced by a straight ordinary 
life for both the continuous premium 
plan and the double protection plan. Ten 
year endowment, all single premium poli- 
cies and the deferred dividend series 
have been withdrawn. New rates on six 
“ the more popular plans are shown be- 
ow. 

Guaranteed rate of interest on all set- 
tlement options in current policies is 2%4 
percent. 

Premium Rates Per $1,000 


Participating Non-Par. 
Preferred Prot. 
Risk Invest- Ord. 
Ordi- Double Ordi- ment Life 5 
nary Protec- nary 65 Pref. Year 
Age Life tion Life Male Risk Term 
10 ate oes oe. $23.48 ak) wie 
15 $13.92 <s0e @LDOF 26:56 S1738 ..... 
16 14.21 scares 5.00 Ziae ERT ss 
17 «14.52 oses GENE 2086 Tie08) ...<. 
18 14.84 cece Oe BETS BES onus 
19 15.18 oooe £0525 2O5O L262 ....% 
20 15.52 $22.65 16.84 30.32 12.96 $7.66 
2k 635.89 28.416 17.23 Site 33.32 7.67 
22 16.26 23.67 17.64 32.08 13.69 7.69 
23 16.64 24.19 18.07 33.02 14.09 7.71 
24 17.06 24.76 18.51 34.02 14.51 7.74 
25 17.48 25.383 18.97 35.06 14.94 7.77 
26 17.93 25.94 19.45 36.17 15.40 7.80 
27 «618.40 26.58 19.97 87.33 15.88 17.84 
28 18.90 27.27 20.50 $88.57 16.39 7.89 
29 19.438 28.01 21.07 39.91 16.93 7.95 
30 19.99 28.80 21.66 41.30 17.48 8.03 
31 20.58 29.64 22.28 42.82 18.08 8.12 
2 21.21 30.54 22.95 44.42 18.71 8.23 
33 21.88 31.50 23.66 46.15 19.35 8.37 
34 22.58 32.51 24.40 47.99 20.05 8.53 
35 «6©=—s. 28.382 33.58 25.18 49.96 20.78 8.74 
36 24.12 34.74 26.02 52.22 21.54 8.97 
J 24.96 35.97 26.90 54.63 22.34 9.23 
3806s « 25.84 37.26 27.82 57.25 23.18 9.61 
39 26.79 38.64 28.80 60.06 24.07 9.84 
40 27.78 40.10 29.83 63.11 25.00 10.19 
41 28.83 41.66 30.92 66.42 25.99 10.60 
42 29.94 43.33 32.08 70.02 27.02 11.05 
43 $1.12 45.10 33.30 73.95 28.13 11.57 
44 32.38 46.98 34.59 78.25 29.28 12.13 
45 33.70 48.94 35.95 83.47 30.52 12.75 
46 35.09 51.05 37.39 87.97 31.82 13.45 
47 36.58 53.28 38.91 93.53 33.20 14.21 
48 38.14 55.61 40.5 99.70 34.67 15.08 
49 39.80 58.06 42.23 106.62 36.24 15.99 
50 41.56 60.62 44.03 114.41 37.89 17.09 
55 52.03 ce 54.77 47.87 24.32 
60 66.46 69.36 sis 36.23 
65 ‘ 89.57 





Colonial Life Goes on 3% 
Reserve Basis: New Rates 


Colonial Life has gone on a 3 percent 
reserve basis and has adopted the Amer- 
ican men ultimate table of mortality 
with Bowerman’s extension for juven- 
ile policies. 

Preferred risk policies are now re- 
stricted to whole life, endowment at 85, 
endowment at 65 and the 20 payment 
life. In the standard class of policies, 
the modified life was dropped and a 
paid-up at 65, family income and double 
protection to 65 added. In the interme- 





It Pays to Advertise 
in 
THE NATIONAL 
UNDERWRITER 





——$<$<— 








“he 
PRESIDENTS 
OP TEN 














LEADING CAL-WESTERN 
PRODUCERS OF PAID FOR 
LIFE INSURANCE IN 1942! 


GRANT TAGGART 
Wyoming 


ALFRED E. GAUMER 
Sacramento 


BROOKS A. BROOME 
San Diego 


SOL M. MINZER 
Dallas 


JACK W. BOWERS 


Hawaii 


FRED W. BRAUBACH, JR. 
San Diego 


IVAN TED SMITH 
San Antonio 


BEN W. FRIESEN 
Seattle 


E. HOWARD BAIRD 
Oregon 


JOHN SOLOFF 
San Francisco 


California 
WeStern 
StHtes 
Life’ 
Insurance Company 
1 ORR RR Le CREO TIRTNSUERETE Seen orf em 


HOME OFFICE SACRAMENTO 








5, 1943 





12! 


t< 











February 5, 1943 


HieNATIONAL UNDERWRITER 


17 








diate class, the endowment at 85 is re- 


placed by a paid-up at 65. 
A summary of the new rates follows: 


Premium Rates Per $1,000 


Preferred Risk 
En- En- 20 Double 

Spec. dow- dow- Pay- Protec- 15 

Whole ment ment ment tion Year 
Age Life . 85 65 Life to65 Term 

$14.47 $15.88 $18.86 $24.79 $28.62 $ 8.49 
21 14.85 16.17 19.37 25.21 29.26 8.56 
22 15.24 16.52 aout 25.65 29.94 8.64 


33 21.12 22.53 28.80 32.03 40.46 10.46 
21.83 23.29 29.96 32.76 41.81 10.83 


46 34.09 35.62 43.76 20.55 
47 35.50 44.96 

48 36.98 38.52 46.21 23.53 
49 38.55 40.08 47.51 25.22 
50 40.22 41.72 48.87 27.04 
55 ee 56.79 ae 








MANAGERS 


Recruiting Plans 
Told by Conrey 


CINCINNATI—‘“Recruiting is a must 
with us in 1943,” Kenneth W. Conrey, 
Pittsburgh general agent Penn Mutual, 
told the Associated General Agents & 
Managers at a meeting. 

“Our records for the past five years 
indicate that it is necessary for us to 
recruit three men to add one permanent 
man in our organization,” he said. “And 

















K. W. CONREY 


this notwithstanding that we select as 
carefully as we know how, using all of 
the tests available, that we train care- 
tully, that we supervise carefully, that 
We do joint work, that we finance where 
needed, 

“The three best sources of new or- 
Sanization for us have been personal 
Contacts of the general agent and super- 
visor, recommendations from centers of 
influence and agents’ recommendations. 

f the three, we have gotten the best 
men from agents’ recommendations. 


How Objectives Were Set 


In our planning on Jan. 1, 1943, we 
set as our objective for new recruits 
exactly the number of men we have 
recruited in the past two years, 1941 
and 1942. Knowing the paid-life volume 
we need, we divided that by $52,000, 
Which is the average first-year paid-for 


volume and that tells us how many men 
we have to recruit. We set us a time 
schedule; so many agents by Feb. 1; so 
many by May 1, so many by Aug. 1 and 
so many by Oct. 1. 

“The responsibility for getting these 
new men is divided among my five su- 
pervisors and myself and divided also 
between Pittsburgh and our outlying 
territory. Some agencies may be able 
just to sit tight and weather the storm 
without recruiting, but we have lost 14 
good men, and while we expect many 
of them to come back, meanwhile we 
want to remain solvent. We figure the 
only way we can do that is to get new 
men and new-man production. That 
we propose to do.” 





Aid Manpower Program 
by Eliminating the Unfit 
PHILADELPHIA—Seth C. H. Tay- 


lor, superintendent of eastern U. S. 
agencies for Sun Life of Canada, in ad- 
dressing the managers, general agents 
and supervisors of Philadelphia, empha- 
sized the necessity of eliminating those 
unfit for the business, to cooperate with 
the government on manpower. The days 
of liberal agency expense allowances are 
over, he said. 

Appointment of part time workers in 
war industries is a costly adventure, he 
declared, because it conflicts with the 
demand for competent and trained per- 
sonnel. It is better to raise the sights of 
the established men. He pointed out 
that 257 agents in the east produced 
more business in 1942 than was pro- 
duced by 444 agents in 1940. Manage- 
ment can contribute to the manpower 
problem on the war front, and yet pro- 
duce more business from the better 
grade men by improving their sales ef- 
ficiency. The average earnings of Sun 
Life field men are just below that of a 
lieutenant-colonel. 


Women Agency Prospects, 


Helen Rockwell Declares 


INDIANAPOLIS—The initial meet- 
ing of the General Agents & Managers 
Association of Indianapolis, under the 
administration of R. B. Burch, New 
York Life, as president, registered a 
new high for atendance with more than 
60 on hand. Members of Indianapolis 
Association of Insurance Women were 
present to hear Miss Helen Rockwell, 
National Life of Vermont, Cleveland. 

Miss Rockwell spoke on recruiting 
women as agents, saying 1943 should be 
an excellent year for this purpose. While 
high salaries in defense work will at- 
tract younger women, she believes that 
life insurance will quite likely draw 
women of more mature years and judg- 
ment, “those who are motivated by the 
spirit of service as well as by the am- 
bition to earn a living.” 

“Sisters, mothers and wives of men 
called to government service will be 
freed from home duties and, with time 
on their hands and less income to live 
-, they will be eager to work,” she 
Sald. 

The part that life insurance is play- 
ing in financing the war will also appeal 
to them. Women who are relatives of 
life insurance producers will be espe- 
cially good prospects for sales work. 
They are familiar with the business 
and are sold on its purpose. Undoubted- 
ly many of them know some clients al- 
ready to work on. 


Wives of Service Men Prospects 


Wives of men in the service but who 
were not in the life insurance business 
also in many cases may be regarded as 
prospective agents. With time on their 
hands and need for income they have 
the incentive to make an honest effort 
to succeed. 

Where a_ husband fails to make 
provisions for her future, a. widow has 
a basic realization of the value of life 
insurance. Prospects to whom they 
talk will visualize what might happen 
in the case of their own wives if they 
likewise fail to make provision for them. 

Closing of businesses as the war pro- 








Highlights from an Outstanding 


Year's Record 


1942 1941 

GAIN OF INSURANCE IN FORCE......$ 6,853,369 $ 5,776,494 
MAKING TOTAL IN FORCE........... 127,397,767 
NEW PAID BUSINESS 

Including issued, revived and increased.. 13,061,015 12,310,228 

(A number of very capable fieldmen 

were in the armed forces.) 
RENEWAL LAPSE RATIO.............. 2.95%, 3.64% 


ASSETS INCREASED TO OVER $31,000,000. The gain was substantially 
ahead of 1941. Surplus now exceeds $2,000,000. The gain in this item 
was also ahead of last year. 


EARNINGS OF FIELDMEN 


The Company congratulates its associates throughout the field upon 
their outstanding accomplishments, The number of men paying for 
over $5,000 in new premiums increased 50%. The number paying for 
over $100,000 in volume increased 13% over 1941. 


EXCELLENT AGENCY OPPORTUNITIES are available in Illinois, Ohio, 
Michigan, Minnesota, lowa, Texas, California. A few choice territories 
are still available in Indiana. 
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A Quality, Legal Reserve Mutual Company 
Organized in 1905 


EDWARD B. RAUB 
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A. H. KAHLER 
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Design for Victory 


Field representatives of the Equitable Life of lowa are weaving a Design 
for Victory which is typically American, 


More than fifteen per cent of those comprising the Equitable of Iowa's field 
force are now in the armed services. Their contributions to the cause of Free- 
dom are self-evident, 


A tull one hundred per cent of all Equitable of Iowa field representatives 
who are continuing to serve as Life Underwriters are also doing their part, by 
extending the benefits and services of Life Insurance more effectively and 
aggressively than ever before. Let us not minimize the importance of their con- 
tributions Theirs is a very real responsibility in helping to preserve, through 
Life Insurance, the economic well-being of the home front, 


Additionally, Equiowans on the home front are selling War Bonds and 
Stamps; they are serving on draft boards, as air raid -wardens, auxiliary police, 
and in many other avenues of the war elfort... and they are investing gener- 
ously of their earnings in War Bonds, 


That is the American way of waging all-out war... an orderly, voluntary, 
democratic Design for Victory which Hitler can neither understand, nor stop, 
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ceeds will throw women out of employ- 
ment, some of whom should make good 
life insurance producers. 

Women are well qualified to find and 
recruit other women and she believes 
the general agent or manager might 
profitably employ a woman for this 
purpose. 

However, women do not make the 
best supervisors to train women, in Miss 
Rockwell’s opinion. Not good bluffers, 
women want to be well posted before 
they try to sell. Because they ask more 
questions than men agents, supervisors 
must be patient. 

Miss Charity Kennedy, Pacific Mu- 
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tual’s leading woman producer nation- 
ally, spoke briefly. Recognition was 
given to E. B. Harris, Prudential, who 
is rounding out 43 years with the com- 
pany, all spent in the same Indianapolis 
office. 


Ott Elected in San Francisco 


W. E. Ott, Aetna Life, has been 
elected president of the San Francisco 


Life Agency Cashiers Association. M. 
B. Currey, Mutual Benefit, is  vice- 
president; Miss Ann Pugh, Bankers 


Life, secretary, and Miss Alice Stanton, 
New England Mutual Life, treasurer. 





Series of Meetings 
Carded in Illinois 


President Frederick A. Schnell of the 
Illinois Association of Life Underwrit- 
ers has sent a bulletin to officers of 
affiliated local associations in Illinois 
announcing that a representative of the 
National Association of Life Under- 
writers will tour the state beginning 
Feb, 15, visiting with local association 
officers and addressing general meet- 
ings of members. 

The first two meetings will be a 
luncheon at Waukegan with J. D. 
Lentz, Metropolitan, presiding as presi- 
dent, and dinner at Elgin with Harold 
Rapalee, Mutual Trust Life, president 
in the chair, on Feb. 15. The remainder 
of the itinerary is: Feb. 16, Aurora, 
luncheon, J. B. Macken, Mutual of New 
York, presiding; Freeport, dinner, Luke 
Stuart, Travelers, president; Feb. 17, 
Sterling, luncheon, C. R. Schuneman, 
Northwestern Mutual, president; Gales- 
burg, dinner, W. J. Maginnis Pruden- 
tial, president; Carbondale (Egyptian 
association of southern Illinois), din- 
ner, R. G. Trobaugh, National Life & 
Accident, president; Feb. 18, Peoria, 
luncheon, J. H. Reno, Equitable So- 
ciety, president; Bloomington, dinner, 
N. E. Bell, State Farm Life, president; 
Centralia, luncheon, G. L. Rigg, Pru- 
dential, president; Jacksonville, dinner, 
Mrs. Lillian I. Danskin, Columbian Na- 
tional Life, president; Feb. 19, Ottawa 
(La Salle county association), lunch- 
eon, A. A. Andrews, Equitable Life 
of Iowa, president; Kankakee, dinner, 
L. T. Wade, Mutual Trust Life, presi- 
dent; Decatur, luncheon, H. E. Gidel, 
Mutual Life of New York, president; 
Champaign, dinner, F. D. Murphy, 
Massachusetts Mutual, president; Feb. 
20, Joliet, luncheon, T. <A. Lauer, 
Northwestern Mutual, key man; Dan- 
ville, luncheon, H. H. Hensold, North- 
western Mutual, president. 





Memphis—‘If the 90,000 life agents in 
the United States, making two calls a 
day for five days a week, will use that 
million contacts weekly to spread opti- 
mism, to dispel rumors, to sell war 
bonds, they will prove the world’s great- 
est distributors of soundly based opti- 
mism,” declared James E. Rutherford, 
executive vice-president N.A.L.U.. 

He declared that fear of a big post- 
war depression is unfounded. “There 
isn’t going to be any break in our pros- 
perity this time,” he said. Our indus- 
tries are ready to take up where they 
left off. The biggest years we have ever 
seen will be at the end of this war.” 

Philadelphia — The annual sales con- 
gress will be held Feb. 19. It will begin 
with a luncheon after which the follow- 
ing speakers will take over: Glen J. 
Spahn, field personnel officer of Metro- 
politan Life; The Rev. Rex S. Clements 
of Bryn Mawr Presbyterian Church; Wil- 
bur W. Hartshorn, Metropolitan, Hart- 
ford, trustee N.A.L.U., and Isaac S. 
Kibrick, New York Life, Boston. 

Columbus, 0.—R. Lee Asbury, North- 
western Mutual, has been elected a di- 
rector to succeed Gilbert Moody of Mu- 
tual Life, who has entered military serv- 
The unexpired term continues until 
1948. 


ice. 
June, 


Chicago Bond Teams 
Are Honored 


Chicago life agents have done so thor- 
oughly satisfactory a job in selling war 
bonds that they have been given the en- 
tire responsibility for making the quota 
on industrial and business firms in that 
city. The life agents there first started 
this work, then brokers, and investment 
and bond men joined in. The latter two 
divisions did not do so well as the life 
men. 

There have been about 725 members 
of the Chicago Association of Life 
Underwriters taking part in this work 
under the direction of George Huth, 
Provident Mutual, and E. R. Seese, Met- 
ropolitan, co-chairmen. The number is 
being greatly increased in order to as- 
sume the new responsibilities. 


Hold Patriotic Rally 


The life men were complimented at a 
rally Saturday by Norman B. Collins, 
state administrator of the war savings 
staff, who gave assurance from Wash- 
ington that because of the fine voluntary 
subscription for war bonds a compul- 
sory plan would not be considered this 
year. There never has been a time in 
the country’s history when the life 
agents were more necessary, he said. H. 
H. Swift, Illinois chairman of war sav- 
ing staff, reported more than 5,600 plans 
had been installed in Chicago with 
monthly bond sales of about $20,000,000. 

Much enthusiasm resulted from the 
patriotic rally. A navy band played 
martial music. J. H. Brennan, Fidelity 
Mutual, president Chicago association, 
presided. Citations for distinguished serv- 
ice to the country were presented to 64 
life agents who have done an outstand- 
ing job in the war bond sales campaign. 
The list includes Harry T. Wright, 
Equitable Society, past president Na- 
tional Association of Life Underwriters. 


Huth and Seese Speak 


Oscar G. Mayer, chairman Chicago 
and Cook county committee of the war 
savings staff, and Max Epstein, chair- 
man industrial committee, spoke briefly. 
Co-chairman Seese read a telegram from 
Col. Edward V. Rickenbacker, who had 
been invited to attend but could not do 
so. Co-chairman Huth told of the war 
bond sales work, citing cases in which 
installations were made at midnight or 
later in order to catch working shifts at 
the right moment. 

Among speakers were Robert M. Bel- 
laire, manager of United Press Bureau 
at Tokio at the time of the Pearl Har- 
bor bombing; Donald C. Mitchell, first 
lieutenant in the air corps who was in 
service before Pearl Harbor and was 
shot down in flames; William G. Coffey, 
chief petty officer in naval torpedo 
squadron No. 8 on the Hornet, of which 
only he and one other pilot survived. 


Georgia Congress Held 
ATLANTA—Grant Taggart, presi- 
dent National Association of Life Un- 
derwriters, spoke at the annual sales 
congress of the Georgia association here. 
Other speakers included J. Roger Hull, 
vice-president Mutual Life of New York, 


Mrs. Sis Hoffman, Union Central, Cin- 
cinnati, Million Dollar Round Table, 
member, and S. D. Risley, superinten- 
dent of agencies of Metropolitan Life. 

“The government recognizes the im- 
portant pomt that life insurance is play- 
ing in our whole economic structure,” 
Mr. Taggart said. “It appreciates the 
work of the Iffe insurance agent and the 
opportunity he has to acquaint the pub- 
lic with the things the government would 
have the people do in their fight to con- 
trol the cost of living. In a letter just 
released by Elmer Davis, director of 
Office of War Information, which will be 
distributed by life insurance agents at 
the request of the government, he says: 

“*As an insurance policyholder, you 
have a real stake in the government’s 
fight to control the cost of living. Rec- 
ognizing your part in that fight, when 
you maintain your life insurance, your 
government asks you to adopt this per- 
sonal program for the duration: Buy war 
bonds and stamps, comply with price 
ceilings and rationing, but buy only nec- 
essities, and pay your debts.’” 

More than 300 attended the luncheon 
given by the Retail Credit Co. 

At a meeting of the leaders round 
table pins were presented to those quali- 
fying by the First National Bank by 
N. Baxter Maddox, trust officer, while 
certificates were presented by F. : 
Blalock of the Fulton National Bank. 


Home Front Aid by Agents 
Emphasized in Birmingham 


BIRMINGHAM, ALA.—The home 
front contribution of life agents was 
emphasized at the annual sales congress 
of the Birmingham Association of Life 
Underwriters. J. Roger Hull, vice- 
president and manager of agencies Mu- 
tual Life of New York, declared “the 
more insurance we sell the more we 
are helping to mobilize for war,” while 
Frank P. Samford, president Liberty 
National Life, pointed to life agents as 
“sreat morale builders.” 

Grant Taggart, president National 
Association of Life Underwriters, said 
the government is taking precautions 
against a post-war depression by sell- 
ing war bonds to people of all classes. 
He predicted price control and high 
taxes for several years after the war as 
a matter of necessity. 

Samuel D. Risley, superintendent of 
agencies Metropolitan Life, pointed out 
that people are actuated either by a fear 
of the consequences or hope of reward. 
The only way to sell life insurance is 
“to see people and tell them about it,” 
he declared. 

=. T. Proctor, Nashville general 
agent Northwestern Mutual, in discuss- 
ing “Do You Get the Picture?”, said 
that the picture of an agent is the pros- 
pect file he keeps. He reported that he 
has never seen an agent succeed who 
was not a good prospector. 

The association was presented with a 
war bond sales award by Lew Jeffries, 
Jefferson county bond sale director. 


Strong Roster of Speakers 
at New Orleans Congress 


NEW ORLEANS—About 300 at- 
tended the sales congress held by the 
New Orleans Association of Life Un- 
derwriters. 

Grant Taggart, president of the Na 
tional association, referred to life men as 
“the combat troops on the country’s 
financial front.” 

Samuel D. Risley, superintendent of 
agencies of Metropolitan Life, spoke on 
“Granite and Bronze,” discussing the ad- 
vantages of an optimistic attitude in the 
present conflict. 

Dr. John P, Williams, educational di- 
rector American College of Life Under- 
writers, was the luncheon speaker, on 
“Chartered Life Underwriters—Where 
Now.” He said the big issue in the fu- 
ture will be to solve the problem of liv- 
ing together. Insurance men represent 
not merely the bare essentials of free- 
dom. They represent the freedom from 
want—security plus. 

Family and retirement income was 





discussed by Gordon Ellison, field super- 
visor and ordinary instructor of Life of 
Virginia. He presented a demonstration 
interview. 

J. Roger Hull, vice-president and man- 
ager of agencies of Mutual Life, spoke 
on “What Future Are We Building To- 
day.” He urged the agents to respond 
to the challenge of the times by utilizing 
this period of war emergency to get 
ready for the future. 

E. C. Upton, Jr., Sun Life, association 
president, welcomed the congress, and 
presided at the morning session. The 
afternoon session was in charge of James 
M. Colomb, Home Life. 


Yopp New Arkansas Head; 
J. E. Rutherford Is Speaker 


The Arkansas Association of Life 
Underwriters held its annual meeting in 
Little Rock. W. W. Yopp, Jr., National 
Life & Accident, Jonesboro, was elected 
president; N. B. Weese, Lincoln Na- 
tional Life, Little Rock, vice-president; 
Stanley E. Smithson, Aetna Life, Fort 
Smith, secretary, and Roy Harris, Fidel- 
ity Mutual, Little Rock, treasurer. 

James E. Rutherford, executive vice- 
president of the National association, 
a former president of the Little Rock as- 
sociation, said that for the hustling in- 
surance man, 1943 should be a banner 
year. 

Many of the national war measures 
have greatly benefited insurance men, 
Mr. Rutherford said. He showed how 
social security, the war bond campaign, 
war risk benefits, Victory taxes and 
other measures have helped to make the 
public more insurance conscious, a job 
that the salesmen have been trying to 
do for years. 

Mr. Rutherford was introduced to the 
meeting by Allen Gates, general agent 
of Penn Mutual Life, under whom he be- 
gan his insurance career there in 1931, 
Tom B. Reed, Great Southern Life, Ok- 
lahoma City, National association trus- 
tee, also was in attendance. 

Harry Brown, president of the Little 
Rock Life association, presided at the 
luncheon. 


Life Salesmen Should 
Respect Their Competition 


NASHVILLE — “Life underwriters 
do have very real competition and any 
time the 67,000,000 life policyholders 
are offered the same protection at lower 
cost you will lose all of them,” declared 
Sidney F. Keeble, who has succeeded 
P. M. Estes as general counsel of Life 
& Casualty, in an address before the 
Nashville Association of Life Under- 
writers. Mr. Keeble named as active 
competitors of life insurance companies 
the savings bank plan, the salary deduc- 
tion plan, social security, and_ the 
Beveridge plan. 

“Many think that life insurance should 
be limited to protection only,” he said. 
“The reserve system is being criticized. 
They question our use of mortality 
tables. Maybe mortality tables should 
be changed? Perhaps the life insurance 
policy should be modernized, with less 
restrictions. Maybe premium schedules 
do bear a too heavy expense loading? 
Selection of risks by better trained 
underwriters has reduced the mortality 
rate, yet the premium rate charged still 
carries the extra loading for bad risks 
permitted under the former conditions. 

“Radio time is being bought liberally 
by the critics of life insurance to tell 
the public about these things. Why 
don’t we also buy time to answer these 
criticisms? Our insurance speakers 
talk too much about the magnitude o! 
life insurance when they should be tell- 
ing the public about the fundamentals 
of an insurance contract and_policy- 
holders’ rights under it.” 


Give Minn. Short Course 
Sales Congress Setup 


MINNEAPOLIS—At the life insur- 
ance institute at the University of Min- 
nesota March 1-3, sponsored jointly by 
the Minnesota Association of Lite 
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Underwriters and the National associa- 
tion, designed for seasoned men, the 
discussions the first two days deal- 
ing with important current and future 
economic factors affecting life insurance, 
and sociological aspects of life insur- 
ance, will all be by members of the uni- 
versity faculty. 

The theme for the third day is “Or- 
ganizing Insurance Service.” “Public 
Opinion Polls and Market Research,” 
in general, will be discussed by Robert 
Pendergast, Campbell-Mithun, Inc., 
Minneapolis, and in relation to life in- 
surance by W. R. Jenkins, sales director 
Northwestern National Life, and Hol- 
gar J. Johnson, president Institute of 
Life Insurance. There will be discus- 
sions of “Selection of Sales Staffs” by 
R. N. McMurray, Psychological Cor- 
poration, Chicago; “Building and Main- 
taining Staff Morale,” and “Effective 
Speech.” 

March 4 the sales congress of the 
Minnesota Association of Life Under- 
writers will be held, with Holgar John- 
son, James E. Rutherford, executive 
vice-president National Association of 
Life Underwriters; W. J. H. Chittick, 
Manitoba manager of Manufacturers 
Life; Governor Stassen of Minnesota, 
Don Ross, sales manager of “Successful 
Farming,” Des Moines, and Dean H. G. 
Harmon, president of Drake University, 
as speakers. 


Louisville — Post-war prosperity was 
predicted by James E. Rutherford, execu- 
tive vice-president of the N. A. L. U. 

Northern New Jersey — A comprehen- 
sive life insurance course will start on 
Feb. 26 and will be held thereafter every 
Friday for eight week in Newark. The 
cost of the course will be $5, including 
text books and other necessary material. 
Ned C. Litwack is educational chairman. 
The topic will be “Selling Life Insurance 
Under Wartime Conditions.” 

Petersburg-Hopewell, Va. — Members 
have volunteered their services to the 
local war price and ration board to aid 
in handling the excessive amount of 
work confronting the board. Mann Page, 
deputy collector of internal revenue at 
Petersburg, spoke. 

Minneapolis—Robert E. Shay, Minne- 
apolis manager Bankers Life of Iowa, 
will speak Feb. 11. 


St. Paul— The speakers’ bureau in 
charge of Norman V. Knutson is giving 
“Keep Well” talks to school children 
and other gatherings. 

Ames, Ia.—W. K. Niemann, Bankers 
Life of lowa, Des Moines, president Iowa 
association, spoke on the current prob- 
lems facing life underwriters. 

Kankakee, Ill.—The program was in 
charge of William Lockwood of Travel- 
ers and J. I. Thomason, general agent 
of Travelers at Peoria, spoke on “Sales 
Methods That Are Working Under Pres- 
ent Conditions.” 


Central Vermont—Joseph M. Gonzales, 
Mutual Life, N. Y., Montpelier, has been 
elected president. 


Hutchinson, Kan.—W. H. Andrews, IJr., 
secretary of N. A. L. U., speaks Feb. 5. 

Five members are now in service. D. 
J. Wilson, Equitable Society, is a colonel 
in the army. Eugene O’Keefe, Aetna 
Life, former secretary of the Kansas as- 
sociation, is a lieutenant colonel, pay- 
master department at Omaha. A. A. 
Stockham, National Life & Accident; 
Earnest Woleslagel, Equitable of Iowa, 
and A. V. Heien, National Life & Acci- 
dent are also in the army. 

Toronto—Social security legislation in 
the United States has sold billions of 
dollars of life insurance, George E. 
Lackey, Detroit general agent of Massa- 
chusetts Mutual Life, said. 

“Our people buy life insurance when 
they realize how small the governmen- 
tal benefits they receive at 65 will be,” 
he declared. 

Central Massachusetts—E. L. Stanley, 
Worcester county manager of Mutual 
Life of New York, spoke on “The Grass 
Is Always Greener in the Other Fellow’s 
Yard” at a meeting in Worcester. Lewis 
B. Hendershot, manager of agencies 
Berkshire Life, will speak Feb, 18, and 
Hampton H. Irwin, educational director 
Massachusetts Mutual Life, on March 18. 

_Tulsa— Hampton Irwin, educational 
director of Massachusetts Mutual, held 
& production clinic. Among the guests 
were J. Hawley Wilson and Bill Stage, 





president and secretary, respectively, of 
the Oklahoma state association. 

W. H. Andrews, secretary of the 
N.A.L.U., was the speaker at the open 
forum luncheon of the Tulsa Chamber 
of Commerce. The audience included 
many life insurance leaders. A dinner 
meeting of the General Agents & Mana- 
gers Club, presided over by President 
Norman York, featured Mr. Andrews as 
the speaker. 

Pittsburgh—James E. Rutherford, ex- 
ecutive vice-president of the National 
association, spoke on “Life Insurance 
Goes to War.” 

Steubenville, 0.—R. M. Giffen, Charles- 
ton, W. Va., general agent Mutual Ben- 





efit Life, spoke on “Let’s Face the 
Facts.” 
Duluth, Minn.—Leon W. LaBounta, 


president Minnesota association, and C. 
C. Hurst, educational director New York 
Life, spoke. Mr. LaBounta told of plans 
for the institute to be held at the Uni- 
versity of Minnesota in March and the 
sales congress to follow. Mr. Hurst dis- 
cussed “What Makes an_ Interview 
Click.” 

Toledo, O.—The 46 graduates of the 
advanced salesmanship course were hon- 
ored. Richard T. Hughes, assistant 
general agent of Aetna Life, discussed 
“The Value of Advanced Study to the 
Underwriter.” 

Cleveland—The sales congress will be 
held Feb. 27. L. W. S. Chapman and 
Ward Phelps from the Sales Research 
Bureau, will speak. 


ACCIDENT 


Tells What R. I. 
Health Act Provides 


WASHINGTON, D. C.—An interest- 
ing review of the provisions of the 
Rhode Island compulsory health insur- 
ance act, benefits under which start 
April 1, was presented before the 
Greater Washington Association of Ac- 
cident & Health Underwriters by Irving 
G. Wessman, supervisor of the general 
accident and health division of Com- 
mercial Casualty and Metropolitan Cas- 
ualty, who is also vice-president of the 
Newark Accident & Health Association 
and assistant chairman for New Jersey 
of the Insurance Economics Society. 

The Rhode Island act, he said, re- 
requires compulsory payroll deduction of 
1 percent of wages up to $3,000 annual 
income. For those earning $15 a week, 
it provides benefits of $10.50 for 15 
weeks; $20 per week, $13 for 15 weeks; 
$30 per week, $15 for 17 weeks; $40 and 
up, $18 for 20 weeks. This is the total 
that can be received by any beneficiary 
regardless of duration of disability. In 
other words, if an individual is dis- 
abled only once in 10 years and then for 
10 months, he will still receive benefits 
for only 15 to 20 weeks. The maximum 
payment regardless of income is $18 per 
week for 20 weeks. 


Typical Bureaucratic Provisions 


There is a waiting period of one 
week for both accident and sickness. 
No payments are made when a person 
receives workmen’s compensation bene- 
fits in Rhode Island or in any other 
state, or benefits under social security 
or the unemployment compensation 
law. The law sets aside 1 percent of 
contributions each year for administra- 
tion. There are various sections and 
penalties that only a government body 
could create, “which make the usual 
standard provisions of a disability 
policy look extremely mild, to say the 
least,’ Mr. Wessman said. “This plan 
is nothing but a non-occupational policy 
written on a compulsory basis at a 
higher cost to many wage earners of 
Rhode Island and does not include the 
usual death benefit, dismemberment, 
surgical operation fees, etc.” 

Max Schwabe, newly elected con- 
gressman from Missouri, who is gen- 
eral agent of General American Life in 
Columbia, spoke on “Proper Function 
of Government in Business,” and Purl 
E. Ansel, Baltimore general agent of 


























THE AMERICAN WAY OF LIFE 


In time of war, every business must justify its 
existence by proving its value to society — 
making an effective and essential contribution 
to the nation, as well as the individual—or fall 
by the wayside. 


From the early days, life insurance has filled a 
very vital place in the history of our Country, 
providing millions of dollars for expansion and, 
as the years passed, for the protection of every- 
thing worth while that has come to us. 


Today the Institution of Life Insurance is a 
living, pulsating organization—rendering serv- 
ice of ever-increasing helpfulness to our 
country and our people. It stands unique 
among American financial institutions in that 
it is owned by the people and gives its all for 
the people that that which they hold dear— 
our American way of life—may not perish 
from this earth. 


If the business of life insurance is your way of 
life, you will find it pays to be friendly with 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 
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Monarch Life, who is president of the 
Baltimore association and_ regional 
chairman of the Insurance Economics 
Society, on “Purposes and aims of the 
Society.” Ivan Fuqua, Metropolitan 
Casualty, president of the Greater 
Washington association, introduced the 
speakers. 


Monarch Life Has 
Big A. & H. Year 


Accident and health premiums of 
Monarch Life in 1942 totaled $3,916,050 
compared with $3,708,073 in 1941. Acci- 
dent and health claims totaled $1,611,164 
against $1,658,950. Payments were di- 


vided as follows: Accident, $465,234; 
sickness, $1,060,108; accidental death, 
$81,729, and specific loss, $4,091. The 
accident and health loss ratio on an 


earned premium basis was 46.14 percent, 
compared with a five year average of 
49.51. 

Disability experience in the accident 
and health division was excellent, Presi- 
dent Clyde W. Young stated in his an- 
nual report. With the single exception 
of the Cocoanut Grove Fire, no catas- 
trophe losses were experienced. In that 
fire, so far as has been determined, the 
company had three accidental death 
claims totaling $13,750 and one life 
claim totaling $20,000 including double 
indemnity. There was reinsurance of 
$10,000, so that the net loss was $23,750. 


Trend in Losses Analyzed 


Mr. Young commented that people in 
1942 were much too busy to spend extra 
time away from work and those who 
suffered disability recovered more rap- 
idly than normally. Deaths and disa- 
bility from automobile accidents de- 
clined sharply but were offset to an 
increasing degree by industrial accidents. 
More of this trend will be experienced 
before the peak is reached, he said. 





Move to Regulate 


W. Va. Hospital Insurers 


CHARLESTON, W. V A.—The West 
Virginia department is sponsoring legis- 
lation that has been introduced in both 
houses to regulate and supervise hospital 
service corporations and medical expense 
indemnity. The proposed measure is an 
exact copy of the New York law with 
certain additions. There is a section re- 
quiring the officials and certain other 
employes of these service companies to 
furnish bond in the amount specified by 
their directors and approved by the in- 
surance department. There is also a sec- 
tion providing that the medical expense 
indemnity included in any subscriber 
contract shall be subject to the supervi- 
sion of the medical profession. It is also 
specified that these corporations will not 
be subject to taxation and there is pro. 
vided an accounting period at the end of 
each month whereby the hospitals and 
the service corporations agree to make 
even all bills for services rendered to 
subscribers for the previous month. In 
this way the corporation is required to 
pay all bills every month received from 
hospitals and if funds are not available 
to pay bills 100 percent then the hospi- 
tals will necessarily agree to a pro rata 
revision of such bills for services. The 
idea is that the corporation cannot ever 
become insolvent unless through a lack 
of proper supervion the corporation is 
permitted to _be lax in such requirement. 

The majority of the medical fraternity 
throughout the -state is believed to be 
supporting the measure. Earlier the leg- 
islative committee of the state medical 
association had declined to give its sup- 
port. 

At present the pre-payment hospital 
plans are not subject to any statutory 
controls. Among the hospital associa- 
tions now operating in West Virginia 
are: 

Associated Hospitals, Bluefield; Cen- 
tral West Virginia Hospital Service, 
Weston; Hospital Association of Ken- 
tucky & West Virginia, Williamson; 
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Hospital daien: eiiaiane Hunting- 
ton Hospital Service, Huntington; Mar- 
ion County Hospital Service, Fairmont; 
Monongahela Valley Hospital Service, 
Clarksburg; Parkersburg Hospital Serv- 
ice, Parkersburg, and Parkersburg & 
Morgantown Hospital Service, Morgan- 
town. 


Claims Down, Premiums 


Up for Business Men’s 


Claims paid by Business Men’s Assur- 
ance in 1942 included $279,918 accident, 
$830,201 sickness, and $369,896 hospitali- 
zation. The loss ratio under accident 
and health on a paid basis declined from 
54 to 48.7 percent; on an incurred basis, 


from 58 to 54 percent. ; . 
Accident and health premiums 1n- 
creased $389,244 to $3,072,334. Group 


hospitalization premiums increased $163,- 
578. 


A. & H. Groups to Meet Feb. 10 


NEW YORK—There will be a joint 
meeting of the governing, underwriting, 
manual and statistical committees of the 
Bureau of Personal Accident & Health 
Underwriters Feb. 10. 








Lecture Series in Columbus 

The first of a series of three lectures, 
sponsored by the Columbus Associa- 
tion of Accident & Health Underwrit- 
ers, will be given Feb. 5 by E. Hoff- 
man, manager of Metropolitan Life. 
He will speak on “The Institution of 
Accident and Health Insurance,” and 
following the lecture, a “quiz” will be 
held. 

The lecture series will extend over 
three months and each member making 
certain grades will be awarded a certifi- 
cate of proficiency. Members of the 
Columbus Life Underwriters Associa- 
tion have been invited to attend. 


Dyer, O’Connor to Speak at K. C. 


George L. Dyer, Jr., Columbian Na- 
tional Life, St. Louis, president of the 
National Association of Accident & 
Health Underwriters, will speak at the 
meeting of the Kansas City association 
Feb. 12. On March 12, E. H. O’Con- 
nor, executive director of the Insurance 
Economics Society, will address the 
Kansas City group. 


Cal. “Letter” Ruling Modified 


SAN FRANCISCO — Commissioner 
Caminetti has modified his rule that 
when accident and health companies 
write letters granting limited coverage 
of men in active military or naval ser- 
vice, they should send copies of such 
letters to all policyholders, to permit 
copies of the letters to be furnished 
agents where it is impracticable to send 
them to policyholders. 

The companies protested that the rul- 
ing imposed an unreasonable burden 
under present conditions. George W. 
Kemper, manager of the accident and 
health department of Fireman’s Fund 
Indemnity, appeared for the Accident & 
Health Managers Club of San Francisco, 
representing to the commissioner that 
in the case of certain types of com- 
panies the burden of this requirement of 
individual mailing to each policyholder 
was so onerous as to make it impractic- 
able to extend the coverage. 











Social Insurance Forum 


A forum on social insurance with par- 
ticular reference to proposed federal dis- 
ability insurance, will be held at the La- 
Salle Hotel, Chicago, Feb. 10, sponsored 
by the Insurance Economics Society of 
America. 

Featuring the forum will be an inter- 
esting analysis of the Beveridge plan 


including significant facts about the 
costs of such a plan for the United 
States. 





McKenna Takes Lundy’s Duties 


SAN FRANCISCO — The vacancy 
caused by the resignation of Herman 


Lundy as manager of the accident and 
health department in the San Francisco 
branch office of Continental Casualty js 
being filled by assigning those duties to 
Gerald F. McKenna, for several years 
manager of the northern California 
agency of Continental Assurance. Mr, 
Lundy left the insurance business to 
join a war industry in Oakland. He also 
resigned as president of the Accident & 
Health Managers Club of San Fran- 
cisco. 





Los Angeles Claim Men Elect 


LOS ANGELES—The Los Angeles 
Life & Accident Claims Association has 
elected these officers: President, Otis 
Healy, Hartford Accident; vice-presi- 
dent, Fletcher Shepard, Unity Life g 
Accident; secretary-treasurer, L, 
Burford, Pacific Mutual Life. 








Newman Penn Mutual Leader 


Lowell L. Newman of Fort Wayne, 
Ind., was the leading producer of Penn 
Mutual for 1942. He was the leader 
by life insurance volume as well as total 
volume. 

Second by total volume was Stanley 
F. Transue of Bethlehem, Pa., and sec- 
ond by life insurance volume was Walter 
N. Hiller of Chicago. 

Leader by lives was Robert K. Mc- 
Vay of Wichita. Second by lives was 
another Wichita man, Maurice R. Coul- 
son. McVay wrote 313 lives, Coulson 
299. 


Protective Life Leaders Named 


BIRMINGHAM—tThe 10 best pro- 
ducers for Protective Life in 1942 were: 
R. W. Bishop, Guntersville; H. J. 
Baum, Birmingham; Lloyd Johnson, 
Florence; Charles Cole, Tuscaloosa; E. 
P. Andrews, Montgomery; F. E, 
Swearingen, Columbia, S. C.; F. W. 
Felkel, Anderson, S. ; Winchester 
Graham, Columbia, S. C.; Ed E. Field, 
Mobile, and Walter Puckett, Jr., Bir- 
mingham. 

This is the third time Mr. Bishop has 
led in personal production. His agency 
was also highest for 1942. 


Would Exempt War Risk Cover 


Bills have been introduced in both 
branches of the Tennessee legislature 
which exempt government war risk life 
insurance from the state’s inheritance 
tax. 





Edwin B. Harris, superintendent of 
the Indianapolis 2 district of Pruden- 
tial, has completed 40 years in the serv- 
ice of that company. 








There'll Always Be 
A FUTURE! 


The character of insurance selling may 
change as conditions change. Yet, until 
the future becomes an open book, insur- 
ance protection will always remain a basic 
human need. Lutheran Brotherhood offers 
the kind of policies and the kind of help 
that make selling easier under today’s con- 
ditions. In Lutheran Brotherhood there'll 
always be a future—and a bright one— 
for the man who believes in insured se- 
curity. Get details on the L-B plan now! 


(Representatives must be Lutherans) 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 
Herman L. Ekern, President 
608 Second Avenue So. Minneapolis, Minnesot® 
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Harrington Suggests Mass. 


Fraternal Law Changes 


BOSTON — Massachusetts insurance 
laws relating to fraternals are loose and 
inadequate in many respects, it seemed 
to be the consensus at a hearing partici- 
pated in by representatives of fraternals 
and Commissioner Harrington. The sub- 
ject came up in legislative consideration 
of a plan to create a special recess com- 
mission to study this branch of the 
state’s insurance law. Several outside 
fraternals indicated they might enter the 
state if better laws were provided. 

Commissioner Harrington declared 
there had been defalcations and unsound 
practices in several fraternals which he 
could not prevent under present laws, 
and proposed a bill to provide a $1,000 
fine or one year imprisonment for alter- 
ing, mutilating, destroying or concealing 
records of a fraternal, a bill to forbid 
waiving mortuary contributions or dis- 
tribution of surplus except under more 
stringent conditions subject to the com- 
missioner’s approval, a bill to provide 
that fraternals be obliged to secure 
vouchers for all expenditures, and a bill 
to require deposits in the United States 
by alien fraternals. ; 

“Several fraternals voiced their opposi- 
tion to all but the last of the commis- 
sioner’s suggestions. 





Editor Bird of “Field” 
Dies: Widow Carries On 


George M. Bird, editor and publisher 
of the “Fraternal Field” of Cedar Rap- 
ids, Ia., died due to a heart attack. He 
was about 50 years of age. Mrs. Irene 
Bird, his widow, will carry on the busi- 
ness. She is familiar with it through 
having accompanied her husband to 
many fraternal conventions, 

The “Fraternal Compend-Digest,” 
annual pocket reference book of fra- 
ternalism published jointly by THE 
NATIONAL UNDERWRITER and the “Fra- 
ternal Field,’ had been prepared and 
printed at Cedar Rapids under Mr. 
Bird’s direction. His widow will con- 
tinue this project as well. 





Suit Against Praetorians 
Pending in U. S. Court 


DALLAS—Further judicial action on 
the suit of several Oklahoma policy- 
holders of Praetorians to have a receiver 
appointed and to force officers to restore 
$1,165,978 to the assets, is awaiting deci- 
sion On a motion to dismiss the suit. 
The case is pending before the U. S. 
district court at Fort Worth. According 
to the general attorney of Praetorians, 
the suit to dismiss also attacks the 
court’s jurisdiction. The policyholders 
allege the sum of $1,165,978 is owing to 
the assets because of mismanagement. 


Chicago Mid-winter Meeting 
Is Eliminated This Year 


It now is assured there will be no 
gathering of the fraternalists in Chicago 
this month as there has been in past 
years, 

The Illinois Fraternal Congress, how- 
ever, will hold a meeting at the Hotel 
Morrison, Chicago, Feb. 22. 





Christman Elected Head of 
Artisans Order 


PHILADELPHIA — Charles N. 
Christman, director of the Philadelphia 
commercial museum, exhibition and con- 
vention halls, was elected master artisan 
of Artisans Order of Mutual Protection 
at a meeting here. He succeeds G. H. 
Urwiler. 

J. J. Weiss, fire marshal at the U. S. 

navy yard, was elected superintendent, 
and W. A. Schwartz, Sr., inspector. 
A. Kottler, president Pennsylvania Fra- 
ternal Congress, and president Secre- 
taries section, National Fraternal Con- 
gress, was re-elected recorder, and R. G. 
Hoag, past master artisan, was reelected 
cashier. 

F. G. Treston and N. F. Smith were 
reelected directors for three years. 

H. Rehberger, past master artisan, also 
becomes a director. 

The order ended the year with 26,- 
295 senior members and 4,381 junior 
members. The death benefit fund is $7,- 
877,923 and total funds $8,099,717. The 
death benefit fund gained $233,464 and 
the order gained $264,406 in assets. More 
than 70 percent of death claims was paid 
by interest earnings. 

Changes were made in certificates and 
privileges granted members. The maxi- 
mum age at which members will be ad- 
mitted was increased from 50 to 55. It 
was decided to grant certificate loans to 
members holding an older certificate 
based on the N. F. C. table of mortality 
as they reach age 65. Up until now this 
privilege was not available. Any mem- 
ber desiring to do so may, at age 65, sur- 
render his certificate for its cash value, 
retaining a social membership which 
does not carry voting privileges. 

The order is preparing to celebrate its 
70th anniversary May 1. Plans call for 
use of the Philadelphia convention hall 
April 30 for initiation of a class of new 
members, an entertainment and dance, 
and a birthday celebration. 

Artisans Order was awarded a citation 
of merit by the Treasury for distin- 
guished services rendered the war sav- 
ings program. 


Illinois Congress Takes 


Part in Council Work 


L. S. Jones, chairman of the Insur- 
ance Advisory Council of Illinois an- 
nounced that an invitation had been ex- 
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As MODERN WOODMEN OF AMERICA completes 60 years of serv- 
ice to members and beneficiaries, it again finds itself functioning in a world 
at war. In the future all our efforts are pledged toward doing our part in 
prosecuting the war until it is brought to a victorious conclusion. Through 
its heritage as a fraternal life insurance society, Modern Woodmen of 
America will be a strong factor in maintaining the home-front for the dura- 


tion, and it will be a vital economic force in rebuilding a peacetime America. 


It is with justifiable pride that this organization reviews its 60-year 
record of faithful performance of its appointed duties through previous 
wars and periods of world-wide economic stress. It faces the future con- 
fident that it will continue indefinitely to fulfill its destiny of rendering 


genuine fraternal life insurance service to the people of America. 


Diamond Jubilee 


Assets exceed 
$103,000,000 


$650,000,000 
paid in benefits 


MODERN WOODMEN of AMERICA 
Rock Island - Illinois 


ANNIVERSARY- 











IT’S EQUIPMENT THAT WINS BATTLES 
ond Prospects! 


With life insurance salesmen and armies—it's 
equipment that counts. "Getting there fustest 
with the mostest men" is no longer enough in 
modern warfare. Life insurance salesmen, too, 
need to do more than be first on the scene. 
Today's buyers are discriminating, with a sound 
idea of what they want. The man with the most 
to offer wins the sale. 

Maccabees field representatives have the 
extra equipment they need to win their daily 
sales competitions. A sound, efficient Home 
Office management works constantly to provide 
them with "extra equipment" in the form of bet- 
ter and more attractive plans of protection to 
offer the public. 


THE MACCABEES 


5057 WOODWARD AVE., DETROIT, MICH. 
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tended to the Illinois Fraternal Con- 
gress to join in the council’s activities. 
Walter C. Below, congress president, 
named Joseph F. Sheen, vice-president, 
Chicago, to sit on the council and F. F. 
Farrell, manager National Fraternal 
Congress, Chicago, as alternate. 

A new Nebraska bill removes the tax 
exemption privileges of fraternals. 





A bill authorizing fraternals to mu- 
tualize has been introduced in the Min- 
nesota legislatt.-c. 





A bill has been introduced in the Ohio 
senate exempting juvenile applicants of 
fraternals from medical examination. 


Grady Hipp to Take 
High Post in Liberty Life 


NEW YORK—Grady H. Hipp, for 
the last 13 years actuary of the New 
York state workmen’s compensation 
fund, will become executive vice-presi- 
dent of Liberty Life of Greenville, 
S. C. Before going with the state fund 
Mr. Hipp was for 10 years actuary of 
the New York department and prior to 
that was Wisconsin department actuary 
for six years. 

Mr. Hipp is a graduate of New- 
berry College and took postgraduate 
work at the University of Virginia and 
University of Wisconsin. W. Frank 
Hipp, Mr. Hipp’s brother, who died re- 
cently, was president of Liberty Life 
and his son, Francis M. Hipp, has suc- 
ceeded him. 





Cut Ark. Department Funds 


LITTLE ROCK—tThe joint budget 
committee of the Arkansas legislature 
cut $2,000 from the appropriation request 
of the insurance department. The total 
appropriation of $33,650, however, pro- 
vided for salary raises for four em- 


ployes. 


Here an agent is a real 
flesh and blood per- 
sonality io everyone 
in the Home Office 
from the office boys to 
the President AND— 
we are not so big that 





anyone on the assem- 
bly line forgets that an 
agent can only make 
his money on deliv- 
ered policies. That's 
why the app gets 
right-of-way until the 
policy is in the mail 
bag. 


CENTRAL LIFE 


Insurance Company 


of IMinois 
211 W. Wacker Drive, Chicago 


Avrrep MacArtuun, President 
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New Maccabees Officers 
Many Years in Service 








Zmunt J. B. Baker 


J. R. 


J. R. Zmunt, former Cleveland coun- 
cilman, who was named supreme trustee 
of Maccabees, and J. B. Baker, great 
commander of Michigan who has been 
named supreme record keeper to fill the 
post left vacant by the late C. L. Biggs, 
have been associated with and served 
the society for 40 and 50 years, respec- 
tively. Mr. Zmunt, who served on 
Cleveland’s common council 1915-21, fills 
the vacancy due to the death of F. F. 
Schwarz, Toledo, former board mem- 
ber and great commander of Ohio. Mr. 
Zmunt recently was appointed great 
commander of Ohio. Many years ago 
he served for 12 years on the great camp 
executive committee, which governs 
more than 400 lodges in Ohio. Then he 
became chairman supreme board of audi- 
tors, and great record keeper in 1941. 


Baker’s Long Experience 


Mr. Baker will fill the unexpired term 
of Mr. Biggs. This post corresponds to 
secretary-treasurer and requires his full 
time. It places him second in command 
of Maccabees, associated with E. 
Thompson, supreme commander. Mr. 
Baker will supervise investments and 
manage the international headquarters 
in Detroit. 

He was born Oct. 24, 1878, and began 
with Maccabees as an office boy at 14 
under Mayor Nathan Boynton, founder 
of Maccabees, in the former headquar- 
ters in Port Huron. Since then he has 
served as office manager, auditor, fra- 
ternal field worker, manager of Mac- 
cabees building and Michigan great 
commander. 


Secretary of Mich. Group 


Mr. Baker has been secretary of the 
Michigan Fraternal Congress for sev- 
eral years and is past president of the 
State Fraternal Congresses section of 
the National Fraternal Congress. 

R. L. Kester, Toledo, for 12 years 
division supervisor for northwestern 
Ohio, has been named supreme finance 
auditor as well. He joined Maccabees 
in 1920 and in all but one of the 23 years 
he has won state honors for service. 
He is second vice-president of the Ohio 
Fraternal Congress. 





An Oregon house bill permits medical 
departments of fraternals to conduct 
medical examinations of applicants. 





Fraternal Life Insurance 
Week Set May 3-8 





Fraternal Life Insurance Week has 
been set for May 3-8 in a proclamation 
issued by Norton J. Williams, president 
of the National Fraternal Congress. The 
state fraternal congresses, home offices 
and lodges of member societies are urged 
to take an active interest in the week. 
President Williams also urges members 
and field representatives to conduct spe- 
cial membership campaigns, not only to 
secure new insurance and new members 
but to increase the amount of insurance 
on present members. 

John E. Little, actuary and field direc- 
tor of Maccabees, Detroit, was desig- 
nated chairman of Fraternal Life Insur- 
ance Week. 





Ponder Effect of New 
Manpower Program 


(CONTINUED FROM PAGE 3) 
anxious lest life insurance selling be set 
down as non-essential and the American 
Life Convention recently appointed a 
committee to give the Washington 
authorities a conception of the value of 
the services being performed by the life 
insurance agent. Whether the new 
selective service policy will cause insur- 
ance men with dependents within the 
draft age to leave for war industries or 
apply for military and naval commissions 
remains to be seen. The f 





Tact 
that those on the first list are given 
until April 1 to register with the U. S. 
Employment Service for war industry 
jobs may indicate that those in occupa- 
tions to be included in further lists will 
also be given a period to make such 
adjustment. 


English Approach to Problem 


In England there are committees 
within such industries as insurance to 
study the man-power problem and make 
recommendations as to types of em- 
ployes that should be deferred. In the 
event it is necessary to pick and choose 
between types of insurance employment 
or agency it would seem that it would 
be wise to pursue a similar course in 
this country. It would be very difficult 
for the government to set forth defer- 
able and non-deferable occupations 
within the insurance industry that would 
be fair to various individuals and to 
the industry itself. 


Chicago Manpower Conference 


Officials of the War Manpower Com- 
mission are at the Palmer House in Chi- 
cago Feb. 10-12 to discuss war time 
manpower problems at the conference of 
the personnel division of the American 
Management Association. Among offi- 
cials of the commission who are speak- 
ing are Paul V. McNutt, chairman; 
Glenn E. Brockway, assistant director of 
the bureau of placement; W. H. Spen- 
cer, regional director; William Haber, 
director of the bureau of program plan- 
ning & review; Brigadier General W. C. 
Rose, chief of the manning table divi- 
sion, etc. 

The conference will indicate to man- 
agement how much manpower is avail- 
able, how the government is going to 
control it, how various kinds of indus- 
tries are going to be affected, what the 
role of the U. S. Employment Service 
will be, and what is going to happen to 
manpower in non-essential industries. 

The conference will study problems of 
manpower utilization and how to make 
the best use of human skills. Wage and 
salary stabilization will be discussed. L. 
A. Appley, executive director of the war 
manpower commission, is vice-president 
of the A. M. A. personnel division. 
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Iowa Deposits Not Subject 
to Federal Stamp Tax 


The federal stamp tax on transfer of 
securities is not applicable to securities 
deposited by insurance companies with 
the Iowa department under the law 
of that state the federal court at Des 
Moines has held in upholding the pogj- 
tion of the insurance company in Centra] 
Life of Iowa vs. Rogan. This is an 
issue that comes up rather frequently, 
At least two fairly recent cases have 
been decided against the insurance com- 
panies, one involving Franklin Life and 
the other Occidental Life of California. 
In the Iowa case a tax of $6,798 was in- 
volved. 

In the Central Life case the court 
held that the tax is to be imposed when 
there is a passing of legal title and under 
the Iowa law the depositing of securi- 
ties does not constitute a transfer of 
title to the securities as such. The 
transfer is only to occur upon default 
or insolvency of the insurer. The de- 
posit is held by the insurance commis- 
sioner only as custodian. 





Claim Association Names 
Committee Chairmen 


Willard E. Hein of State Mutual Life, 
president of the International Claim 
Association, has appointed his commit- 
tees. Chairmen are: 

Program, F. M. Walters, General Ac- 
cident, Philadelphia; reception, J. E, 
Dowling, Metropolitan Life and J. N. 
Cunningham, Crown Life; membership, 
Douglas A. Blease, Connecticut Mutual 
Life; legal, Kenneth C. Berry, Lumber- 
men’s Mutual Casualty; medical, Dr, 
Lloyd C. Miller, National Life & Acci- 
dent; auditing, John McAlexander, 
Bankers National Life; press, Victor E. 
Fox, Colonial Life; transportation, Her- 
man Bijesse, Guardian Life; forms, T, 
Vaughn White, Continental American 
Life; group, E. J. Morris, Equitable So- 
ciety; medical conference, A. G. Fan- 
kauser, Continental Casualty; war claims 
liaison, Godfrey M. Day, Connecticut 
General Life; lay adjusters, Harlan S. 
Don Carlos, Travelers. 

J. D. DeWitt, Travelers, chairman, 
has announced that the executive com- 
mittee meeting scheduled for January 
will be held the middle of February. 


Empire State Mutual in A. L. C. 


Empire State Mutual Life of James- 
town, N. Y., has been admitted to mem- 
bership in the American Life Conven- 
tion. The company has been operating 
since 1886. 





L. Alan Dill, president of the Hopkins 
Place Savings Bank, Baltimore, and J. 
Carroll Rhodes, manager of the ordinary 
department of Baltimore Life, have been 
elected directors of the latter. 
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Sales Ideas and Suggest 











Methods of Keeping Men in 
Production Reviewed 


DETROIT—It is up to managers to 
see that their agents make sales so they 
can make a good living, A. D. Suther- 
land, general agent Home Life, declared 
before the Associated Life General 
Agents & Managers of Detroit. Mr 
Sutherland, who has led his company's 
agencies for the past two years, was 
one of three successful Detroit general 
agents who spoke. ; : 

Mr. Sutherland is a firm believer in 
the theory that the best way to get a 
man into production quickly is to give 
him a brief but thorough training in 
the fundamentals, getting him out of 
the office and into the field as soon as 
may be, then to help him perfect his 
technique by working with him on 
calls until he can step out for himself. 


Must Be Kept Producing 


It is just as necessary to keep a man 
producing as it is to get him producing 
in the beginning, so the general agent 
should keep a close check on each 
man’s sales, and when he shows signs 
of slipping, whether he is a new man 
or a veteran, it is up to the general 
agent to go out with him again and 
nurse him over his slump, Mr. Suther- 
land declared. 

There is no builder of morale as ef- 
fective as the making of sales, Mr. 
Sutherland emphasized. When a man 
gets into the dumps and begins to feel 
that conditions are such that he cannot 
sell enough business to provide him 
with a satisfactory income, then the 
general agent or supervisor must take 
him into the field again and show him 
by doing it that the possibilities are still 
there. 


Must Keep Close Check 


“When an agent stops doing the 
things that we know are necessary for 
him to do in order to make a good liv- 
ing, perhaps he has stopped because we 
did not check up on him more closely. 
We use a client-building form, an ap- 
pointment book and other means of 
keeping a man supplied with as many 
prospects as he needs; if he stops using 
these things that we know every man 
needs to use in order to be moderately 
successful, then the fault is ours. He 
has got to be convinced that it is neces- 
sary, for example, to plan his work a 
month ahead—and follow that plan.” 





JOHNSON TALKS 





A. P. Johnson, manager Great-West 
Life, who won his company’s achieve- 
ment award for the past two years and 
has long had an unusually high average 
production per man in his agency, agreed 
with Mr. Sutherland’s ideas. 

Mr. Johnson insists that his men must 
spend 45 hours in his office first, learn- 
ing the fundamentals and receiving train- 
ing in selling, prospecting and servicing 
before they step into the field. Then he 
or his supervisor takes him into the field 
for practical application. Neither he nor 
his supervisor takes a split of joint sales 
either in the form of commissions or re- 
newals. 

Both Mr. Johnson and supervisor are 
always ready to go into the field with a 
new man or old if he wants help or is 
suffering a slump, and he never expects 
his salesmen to do anything he will not 
do himself. That thorough preliminary 
training plus regular field work for 
which the salesman gets full credit have 
resulted in the development of a $3,000,- 
000 agency in which the 1942 produc- 


tion for all men under contract averaged 
$145,000 and in which 12 men qualified 
for the company’s honor club with an av- 
erage of $175,000 of paid business ex- 
clusive of term. Average earnings over 
all were $3,275 for the year and the av- 
erage of the 12 top men was over $4,100 
each. 





RYAN ON RECRUITING 





S. W. Ryan, general agent Penn Mu- 
tual, talking on recruiting, declared that 
there are more men of the type which 
are wanted available today than ever be- 
fore. Many men are being put out of 
business through no fault of their own. 
They are older men than the average 
recruit in the past, but if a man can be 
successful in one business he is likely to 
be equally successful in another. 

Probably the biggest headache is 
financing, according to Mr. Ryan. These 
men must be shown that they cannot ex- 
pect to step from a business which was 
making them a good income after per- 
haps 20 years in it to a new business and 
expect to make just as much at first. He 
suggested that general agents watch 
those businesses or occupations that 
seem to present a poor future. 

H. B. Thompson, secretary-counsel, 
reporting on the legislative picture, said 
that the life insurance business is prob- 
ably in better shape than ever before in- 


sofar as the legislature is concerned. He 
opposed merging the state insurance de- 
partment on the grounds that it would 
not prove to be an economy measure. 
In states where the merger plan has 
been tried, excepting Ohio, the cost of 
supervising the insurance business has 
been multiplied by 2 to 2%. The insur- 
ance department is insisting on rigid en- 
forcement of agent’s qualifications re- 
quirements as a means of discouraging 
wholesale recruiting of men who will not 
stay in the business. Probationary li- 
cense will be issued but the probationer 
must complete an approved training 
course and the general agent must cer- 
tify that he has done so within 130 days 
or the regular license will not be issued. 
Production requirements in the law 
must be met. This will help to keep 
down the “cake” agents who take the 
bread out of the mouths of the regular 
agents, he declared. 

It is probable that war clauses fur- 
ther limiting liability in connection 
with civilian deaths due to the war may 
be introduced by some companies, as 
was done in England when bombings 
became frequent, Mr. Thompson said. 
The Michigan department will not al- 
low the use of war clauses that go be- 
yond limitation on actual military serv- 
ice, he asserted. Companies having such 
restrictions in mind would do well to 
consult the department before proceed- 
ing, he said. 

Mr. Thompson reported the measure 
now in the Michigan house providing 
for a board to administer pension plans 
for municipal employes, has decided in- 
surance implications. 

Lieut.-Comm. G. A. Reem introduced 
his successor as manager of State Mu- 
tual, J. A. Barger. 





New Edition of “Who 


Writes What” Out 





The new 1943 edition of “Who Writes 
What?”’—the reference book that tells 
one quickly just which companies write 
each of the many different forms of life 
and annuity contracts has just come off 
Tue NATIONAL UNDERWRITER press. This 
novel publication, the title of which tells 
briefly the whole story of the book, is 
prepared on an entirely different basis 
from any other reference book of life 
insurance facts and figures. Designed 
to answer most of the bothersome ques- 
tions relating to the placing of broker- 
age and surplus business, the first edi- 
tion, published a year ago, immediately 
became an outstanding success and 
proved extremely popular—even with 
agencies of companies that have noth- 
ing to do with brokerage business. 

War and the related problems, how- 
ever, caused rapid and widespread 
changes in all phases of the subjects 
covered by “Who Writes What?” Con- 
sequently, therefore, in response to many 
requests, this 1943 edition which incor- 
porates many suggestions made by sub- 
scribers will be considerably more use- 
ful and is more comprehensive than 
the pioneer edition. 

A check of ¢he new edition compared 
with the first one shows that all but 
three (out of the 104 companies covered 
in this work) made important changes 
in their contracts or rules since the 
1942 book was gotten out. Numerous 
companies have added new long term 
contracts. Mortgage protection cover- 
age is now offered by eight additional 
companies. Five companies that wrote 
pension trusts last year will no longer 
do so. Widespread changes have been 
made as regards limits (both amounts 
and ages) and the same is true of limits 
and rules for insuring women. Non- 
medical provisions, discount rates and 
the rules under which advance premiums 


are accepted have likewise been greatly 
modified. The single premium life and 
annuity field has been narrowed to a 
considerable extent. Fourteen more 
companies will now, by contract provi- 
sion, apply the settlement options to 
the cash value. An equal number of 
companies have added the joint and 
survivorship feature to their settlement 
options. 

In contrast to all other reference serv- 
ices, “Who Writes What?” is arranged 
by subjects, questions and their answers, 
instead of by companies. It shows, in 
addition to the various types of con- 
tracts, the rules in accordance with which 
the risks will be accepted and a vast 
amount of related data that is pertinent 
when brokerage or surplus business 
questions arise. 

The table of contents lists eleven gen- 
eral classes of information. Among 
these are: Surplus business annual pre- 
mium; term insurance, including family 
income and family maintenance forms; 
annual premium investment contracts; 
non-medical and salary savings; income 
disability; single premium contracts; 
substandard, aviation; advanced pre- 
miums; limits; accident and_ health, 
group, etc. However, since many of 
the subjects are of an overlapping na- 
ture, the book is not divided into specific 
chapters. It uses, rather, what may be 
called the “finder” system—“You phrase 
your question, look to the index, which 
in turn refers you to the proper pages 
for the answer.” 

Advance orders for the 1943 edition 
are now being shipped. A limited num- 
ber of extra copies is still available. The 
single copy price is $2.50 with lower 
prices for quantities. Copies may be 
obtained by addressing The National 
Underwriter Statistical Division, 420 
East Fourth street, Cincinnati. 


Group Signup 
Work Changed 


The process of getting individual em- 
ployes signed up under group insurance 
contracts has been changed very largely 
due to war conditions. In many places 
the insurance company representatives 
are not permitted within the plant or 
even inside the wire fence. Under these 
circumstances, it would be a very dif- 
ficult task for the insurance company to 
interview the employes and it would 
have to be done during the lunch hour 
or as they were leaving the plant. 

The solution has been to have the em- 
ployer conduct the signing up, some- 
times with the aid of the labor unions. 
If it is a new plant and the group con- 
tract goes into effect at the same time 
that employment starts, then the sign- 
ing up takes place at the time of the 
medical examination of the employe and 
during the induction process. If, on the 
other hand the group contract is effected 
after a thousand or two employes are 
already on the job, then the task is con- 
siderably more difficult. 

In order for the signup through the 
agency of the employer to be successful, 
the employer must be wholeheartedly in 
favor of the program. If the proposal 
is submitted to the individual employe 
in a half hearted manner, then the sign- 
up is likely to be unsatisfactory. 

After the employer has canvassed the 
employes the usual practice is to turn 
over to the insurance company the 
names of those employes who have 
either declined to sign up or else are 
unable to make up their minds. The 
insurer then proceeds to get into touch 
with these stragglers as best it can. 





Continental's Retirement 
Plan Is Well Received 


_ The new retirement plan for agents of 
Continental Assurance that was an- 
nounced at the recent meeting of that 
company’s general agents in Chicago is 
meeting with an enthusiastic response 
on the part of the field force. The man- 
agement invited a committee of field men 
some time ago to study the idea and to 
submit recommendations as to the type 
of plan that they would like to have. 
[his committee was supplied with vari- 
ous data including studies made by the 
Sales Research Bureau. ; 
The committee made its report and 
the plan that was adopted varied only 
slightly from the committee’s proposal 
and the changes made by the manage- 
ment were all in the direction of greater 


liberality. The chairman of the commit- 
tee was Dwight Johnson of Phila- 
delphia. 


Visiting Eastern Offices 


A. Kinch, manager of agencies, and 
Allen Broadbent, inspector of United 
States agencies of Manufacturers Life, 
are visiting agencies in the New York 
metropolitan territory. 





Grandon Van de Walker, son of 
H. E. Van de Walker, veteran Michi- 
gan life man, and Miss Anne Case 
were married last week in Ypsilanti, 
Mich. Miss Case is secretary to Frank 
L. Barnes, vice-president and agency 
director of Ohio State Life, ‘and has 
been with the company 11 years. 
Mr. Van de Walker has been in the 
service in Iceland, but has been honor- 
ably discharged from the army and as- 
signed to the Ford Willow Run plant. 
The home office staff of Ohio State 
Life tendered Miss Case a_ luncheon 
Tuesday. 
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Supert 1942 oootd Is Unfolded 


(CONTINUED FROM PAGE 2) 





Surplus was increased $1,500,000 and 
$100,000 was added to the ‘special con- 
tingency fund. The capital, surplus and 
contingency fund totaled $10,000,000 or 
about 12 percent of policy reserves. 
There was a reduction in policy loans 
outstanding. The net interest rate 
earned was 5 percent despite the fact 
that new investments were made at a 
lower rate of interest and Jefferson 
Standard undoubtedly will again lead all 
major companies in interest earned on 
investments. 


FEDERAL LIFE 


Federal Life of Chicago showed an 
increase in insurance in force in 1942 
of $7,306,085, bringing the total to $89,- 
208,179. Accident and health premium 
income in the year was $1,620,525. 

Assets increased $1,079,000 to a total 


of $19,857,2€1. The _company added 
$105,000 to its continuency reserve. 
Total holdings of federal obligations 


were $2,863,874, or 14.4 percent of as- 
sets. Reserves for 1943 taxes amounted 
to $130,236. 

Net rate of interest earned was the 
same as in 1941, the increase in farm 
rentals being the most important single 
factor in maintaining a favorable inter- 
est earning. 


MUTUAL TRUST LIFE 


Mutual Trust Life in its new annual 
statement shows assets $57,536,711, an 
ee of $4,306,261. Surplus was up 

$547,149 at $4,384,454. Holdings of gov- 
ernment bonds totaled $15,524,478 or 27 
percent of assets. The mortality experi- 
ence continues favorable and showed a 
slight improvement over 1941, New paid 
for life insurance was $19,404,779 and in- 
surance in force gained $10,796,459 and 
now amounts to $205,617,511. 


MANUFACTURERS LIFE 


3usiness in force of Manufacturers 
Life has now reached $672,117,890, an 
increase of $40,000,000 during the past 


year. New business was almost $70,000,- 
000 and the assets increased by $16,130,- 
000 to a total of $221,134,000. Gross rate 
of interest earned was 4.18 percent. Con- 
tingency reserve and surplus funds ex- 
ceed $10% million. New business from 
the 14 branches in the United States 
amounted to 30 percent of the total. In- 
surance in force in the U. S. is 
$151,296,169. 





BANKERS LIFE OF NEBRASKA 


Bankers Life of Nebraska in 1942 en- 


joyed its most successful year. Assets 
increased by more than $1,150,000, 
bringing the total to $40,494,741. There 


was a gain of more than $6,300,000 in 
insurance in force, the total now being 
$130,797,443. The real estate account 
was reduced more than $1,400,000. 





MIDLAND MUTUAL LIFE 


Assets of Midland Mutual Life in- 
creased 6.6 percent in 1942 and now 
amount to $38,326,633. Surplus to pol- 
icyholders was up 9.9 percent at $3,040,- 
724. New business totaled $10,391,028 
and insurance in force $133,447,979. The 
termination ratio was 3.5 percent as 
compared with 4.03 the previous year. 
Payments to beneficiaries and_ policy- 
holders were $2,188,805 and net yield on 
investments was 3.4 percent. 





BANKERS LIFE OF IOWA 

Assets of Bankers Life of Iowa gained 
$16,923,000 last year which was the 
largest increase in any year in history 
and the assets now total $283,000,000. 


Surplus also reached a new high of 
$17,242,612, an increase of $1,385,072. 
Total income was $41,878,663, an in- 


crease of $1,320,622 

Death losses were $625,000 less than 
in 1941. There were 29 war losses for 
a total of $94,066, which was 1.2 percent 
of the death claims in dollars. 

New ordinary life insurance sold was 
$59,000,000 and total ordinary in force 


was $799,800,000, an increase of $19,- 
500,000. Bankers Life wrote $11,000,000 
in group insurance. Total insurance in 


force is $812,000,000, a gain of 
$28,000,000. 
Bankers Life bought $36,232,000 of 


government bonds during 1942, and had 
a net gain of $26,776,000 in its govern- 
ment bond holdings. The total of such 
investments is $86,000,000 which is 30 
percent of assets. The net additions to 
government bond investments exceeded 
by $887,000 all premium income. 


MONARCH LIFE 


Assets of Monarch Life of Massachu- 
setts in 1942 increased $1,100,203 to a 
total of $8,905,606. The company’s in- 
vestments in U. S. obligations increased 
substantially during the year and was 
$1,736,530 at Dec. 31, which represents 
19.5 percent of assets. Surplus increased 
$212,100 to a total of $1,213,581. New 
life business paid for during the year 
was $4,022,436, compared with $4,570,- 
385 in 1941. Insurance in force on Dec. 
31 was $28,870,928, compared with 
$26,716,215. 

The mortality experienced in 1942 was 
favorable, showing a 5.9 percent im- 
provement over the average for the pre- 
ceding five years. Loans to policyhold- 
ers decreased from $442,439 to $438,583, 
indicating, according to President Clyde 
W. Young, that there are fewer emer- 
gency situations today. 

The company earned 3.30 gross rate 
of interest in 1942, and 2.86 net, com- 
pared with 3.30 gross and 2.74 net in 
1941. 


PILOT LIFE 

Pilot Life in 1942 experienced a most 
successful year. New highs were at- 
tained in insurance in force. assets, gain 
in assets, income, and in service to pol- 
icyholders and beneficiaries. Insurance 
in force totals $166,646,232, while assets 
are at $27,999,808, an increase of $3,- 
038,030, or 13 percent. Government 
bonds were increased by $3,600,000. 

Dividends to policyholders were con- 
siderably higher in 1942 than in 1941, and 
the reserve for such dividends has been 
substantially increased. Surplus accounts 
were increased by $450,327. 

The directors declared a 6 percent div- 
idend of Pilot stock on record as of Jan. 
26 and a 5 percent bonus to all home 
office employes on 1942 salaries. 

The mortality last year was one of the 
best, while the net interest earnings on 
eee invested assets were 4.3 percent. 

Pilot paid death claims exceeding $100,- 
000 on men in the armed services. Pay- 
ments to policyholders and beneficiaries 
in 1942 amounted to $1,614,427. 

NORTH AMERICAN LIFE, ILLINOIS 

North American Life of Chicago has 
issued its new financial statement show- 
ing increases in every direction. The as- 
sets are $14,848,133 of which $1,723,026 
are federal bonds, $3,901,079 other bonds, 


$2,892,700 mortgages, $1,789,866 policy 
loans, $2,505,858 real estate, $669,442 
cash. The surplus including capital i 


$1,059,675. Insurance in force is $75,- 
064,529. Special gains were made in in- 
surance in force, assets, surplus and 
profits. It had the lowest lapse ratio 
ever experienced and the lowest mortal- 
ity ratio in 31 years. 

Increase in Amount in Force 


For the last eight successive years the 
company has shown an increase in its 
insurance in force averaging about $2,- 
100,000 each year. The gain last year 
was $2,234,498. The assets increase was 
$907,511 or 6.5 percent. The gain in sur- 
plus was $185,589. The increase in in- 
come over disbursements was $878,689. 
Its ratio of earned interest on assets 
was 3.67 percent. 

During 1942 the company increased its 
holdings in federal bonds. Its mortgages 
are on 137 farms and 588 city properties. 
Considerable real estate was disposed of 
during 1942. According to the Illinois 


tion examination was ma de at the end of 
1942, the eight examiners working for 
more than two months. The figures were 
verified and there was no criticism what- 
ever of any kind. It declared a stock- 
holders dividend of 5 percent in 1941 and 
1942 and 6 percent this year. 

President E. S. Ashbrook stated that 
while war deaths are spectacular and 
tragic the death ratio is comparatively 
low. The military training, food, sani- 
tation and the advance in medicine and 
surgery are winning a great victory in 
the saving of human lives, he said. The 
latest available figures indicate that the 
deaths to date in all branches of the 
armed forces are much lower than the 
normal deaths would have been on the 
same group if they had remained in civ- 
ilian life and been subjected to the usual 
industrial and other hazards. 


OHIO STATE LIFE 


The gain in insurance in force of 
Ohio State Life in 1942 was the greatest 
in many years. 

Insurance in force was $117,035,555; 


assets $26,414,950, and total income 
$5,193,466. Policyholders surplus is 
$2,640,105. 

Gains reported in the past year were: 
insurance in force $6,961,227; assets 
$2,115,984; income $299,069, and con- 
tingency funds $186,334. Government 


bond purchases amounted to $3,353,660, 
bringing the total to $7,208,396. 

The regular dividend of 13 cents and 
extra of 8 cents were authorized. 
RELIANCE LIFE 

Reliance Life showed an increase in 
assets in 1942 of $11,469,124, which 
makes a total of $153,583,219. Life in- 
surance in force increased $24,052,664 to 
$558,080,280. 

Federal obligations held by the com- 
pany on Dec. 31 totaled $26,135,971, an 
increase of $5,576,274 for the year. Dur- 
ing 1942 $9,205,584 was paid to policy- 
holders and beneficiaries. 


WISCONSIN NATIONAL LIFE 
Wisconsin National Life has issued its 
new statement showing assets $11,263,- 
818, policy reserves $9,329,798, surplus to 
policyholders $1,378,771. The market 
value of bonds was $144,521 more than 
the amortized values. Wisconsin Na- 
tional during 1942 made an increase in 
assets, surplus, life insurance in force, 
reserves, number of policyholders and ac- 


cident and health premiums. It owns 
more than $2,700,000 in government 
bonds. 


Trends Are 
Studied in the 
Industrial Field 


NEW YORK—Although new indus- 
trial life business was off 47.4 percent 
in December, according to the Life 
Presidents Association, and the total.of 
$97,863,000 for the month was the low- 
est of any month since September, 
1922, it is pointed out that new busi- 
ness in December, 1941, $186,190,000, 
was the best since December, 1938. 
War clauses and rate increases went 
into effect last year. Restrictions on 
the writing of industrial endowments 
became effective in New York in 1939. 
Agents took advantage of the impend- 
ing changes to urge their prospects to 
buy. In January, 1939, and January, 
1942, new industrial business was down 
noticeably from the average of the pre- 
ceding months. There was a consider- 
able pick-up afterward. January busi- 
ness this year will probably show gains 
from December. 

Good increases being made in 
business in force on a_ considerably 
smaller volume of new business. Per- 
sistency is the best it has ever been. 
In 1942, for example, the lapse for 
Metropolitan per $100 premium was 
$3.97, compared to $5.20 in 1941, the 
best up to that time. This is a better 


are 
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law a domestic company must be exam- persistency than. shown by some purely 
ined once every three years. A conven- ordinary ‘business. There is a corre- 


sponding improvement in the new busi- 
ness lapse rate, the ratio of 8.7 percent 
in 1942 being also the best in history 
for Metropolitan, The great majority 
of weekly premium lapses, of course, 
occur in the first year. 

The improvement in persistency js 
due not only to the better economic po- 
sition of industrial policyholders, but 
is also due to the higher standards for 
agents of selection and training and the 
underwriting rules which have been put 
into effect. The agent is given a def- 
nite incentive to conserve business 
under many of the agency contracts 
now in effect. 

Metropolitan will not write more 
than 25 cents industrial on the life of 
any child and that is the maximum 
which is acceptable. It will not write 
more than $500 on a housewife unless 
the husband has at least twice as much 
coverage. If more than $500 in weekly 
premium coverage is applied for, the 
case is studied to see whether it could 
not be paid on a monthly or ordinary 
premium basis. Total family premiums 
are studied in relation to family income 
and in no case is the premium paid for 
life insurance allowed to exceed 10 per- 
cent. If ordinary is already in force, 
an industrial application is questioned. 
While these practices tend to hold 
down the volume of new business, they 
also act to keep the business in force, 

To some extent, monthly premium 
and ordinary have replaced weekly pre- 
mium, The weekly premium debit has 
continued to grow, however. It is es- 
timated that 60 percent of wage earn- 
ers paid for their insurance on a weekly 
premium plan in 1928 whereas in 1942 
the figure was 40 percent. High wages 
tend to stimulate ordinary and monthly 
premium buying among wage earners, 
This tendency appears on the west 
coast, where thousands of war workers 
are concentrated in the aircraft indus- 
tries, with a high average wage. 


Victory Tax No Problem 

NEW YORK—Imposition of the 5 
percent victory tax on all incomes since 
the first of the year appears to have 
had no effect on either the writing or 
collecting of weekly industrial business. 
It might be expected that the homes in 
which industrial business is in force 
would be the most likely to feel the 
pinch of the 5 percent reduction in 
wages caused by the tax along with 
an increase in living costs. Prospects 
apparently have readjusted their bud- 
gets to provide for the additional tax 
and are holding on to whatever insur- 
ance they may have. 





Sound—Progressive 


ONSERVATIVE Manage- 

ment, Financial Strength 
and unusual promptness in 
meeting obligations have won 
for this Company a command- 
ing position among Financial 
and Insurance Institutions and 
in the lives of its thousands of 
policyholders. Agency rela- 
tions are most agreeable, help- 
ful and lucrative. 


SCRANTON LIFE INSURANCE CO. 
SCRANTON, PA. 


W. P. STEVENS, President 
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A NOTABLE chapter has been added to 
NWNL/’s long and outstanding record. Insur- 
ance in force now exceeds the impressive total 
of 500 million — a Half Billion — dollars. This 
achievement is good news to: 


Our 160,000 Policyholders and their Fami- 
lies. Each is reminded that the Company he 
has chosen for life insurance protection is a 
great and sound Company, old and large 
enough to be among the nation’s leaders, young 
and flexible enough to be in pace with the times. 
Since 1920, NWNL’s Insurance in Force has in- 
creased 5-fold; in the same period Assets have 
increased 10-fold, and Surplus Funds held for 
the protection of policyholders have increased 


14-fold. 


Our 463 Full-time Agents. The attainment 
of a Half Billion of insurance in force reflects 
signal achievement by these fieldmen. In serv- 


- 


C. T. JAFFRAY 
Chm’n of Bd., Minneapolis, 
St. Paul & Sault Ste. Marie Ry. 
E. L. CARPENTER 
Chairman of Board 
Shevlin, Carpenter & Clarke Co. 
LYMAN E. WAKEFIELD 
President 
First National Bank of Minneapolis 


Northwestern .VaWVond/ Life 


sade 


E. W. DECKER 


Decker, Barrows & Company 


T. F. WALLACE 
Chairman of Board 
Farmers & Mechanics Savings Bank 


DANIEL F. BULL 
President 
The Cream of Wheat Corporation 


ing their clients well, they have likewise served 
NWNL — and they have served themselves. 
Under NWNL’s unique method of agents’ com- 
pensation, its representatives are paid primarily 
not for the amount of new insurance they sell, 
but for the quality of their service to policyholders 


as indicated by the persistence of their business. 


Our 479 Employees in Home Office and 
Field Organizations. To them NWNL is more 
than just a place to work — its upbuilding has 
been a joint endeavor in which all have shared, 
and all take pride. We treat them well — they 
are efficient workers and good citizens; for ex- 
ample, they are all buying War Bonds every 
month, with a sum aggregating 10% of salaries. 


Our 80 Full-time Agents and Employees 
“On Leave’’ to the Armed Forces. They'll 
be pleased to have’ this latest evidence that 
NWNL is backing them up by aggressively 


BOARD OF DIRECTORS... 


President 


President 





(AIT N\A 
A SECURITY E 
TS aes, 


_ A. F. PILLSBURY 
Pillsbury Flour Mills Company 


The Dayton Company 
V. WURTELE 


Minnesota Linseed Oil Company 





carrying on the home-front job — directing 
dollars into non-inflationary channels, main- 
taining morale, and doing those other vital 
jobs which life insurance alone is equipped to 


do in fighting this war. 


To all these folks whose future security is so 
closely bound up in NWNL, and who have con- 
tributed so much to it, we make this pledge: 
NWNL’s management will continue to give 
sound and forward-looking direction to the 
Company’s affairs to enable it to carry on the 
same kind of helpful, modern, and efficient life 
insurance service to the public that has made 
this institution a leader in its field. 


cen 


resident and Managing Director 
FOR THE BOARD OF DIRECTORS 


THEODORE WOLD 


Chm’n of Bd., Northwestern 
National Bank of Minneapolis 


CG. NELSON DAYTON 


FRANK T. HEFFELFINGER 
President 
F. H. Peavey & Company 


O. J. ARNOLD 
President and Managing Director 


KEKE 


INSURANCE COMPANY wwe, MINNEAPOLIS, MINN. 














33rd Annual FINANCIAL STATEMENT 


DECEMBER 31, 1942 


* RESOURCES 


Cash eee eee _ (1.58%) $ 970,322.91 
Bonds Saye tas (39.74°,) 24,462,979.55 
Mortgage Loans Laan (38.33°%) 23,598,807.14 
Policy Loans and Liens . (12.61%) 7,764,394.43 
Home Office .... | ( .687,) 416,689.73 
Real Estate Sold on Contract oa (1.46%) 897,587.20 
Other Real Estate . : (3.10%) —1,907,232.11 
Due and Accrued Interest ae ere ( .81%) 500,002.62 
Due and Deferred Premiums and other Assets _ . (1.69%)  1,041,345.35 


Total Assets bene (100.00°%) $61,559,361.04 


LIABILITIES 


Policy Reserve $55,748,894.00 
Policy Funds neg 1,132,537.92 
Policy Claims . 210,151.35 
Reserve for Taxes Rue ec 222,430.60 
Interest and Premiums Paid in Advance ; 478,148.35 
Dividends to Policyholders sae 293,760.13 
All other Liabilities eee a 220,903.67 








Total Liabilities . $58, 306,826.02 
Excess Protection for Policyholders 3,252,535.02 





Total $61 559,361.04 


HIGHLIGHTS OF THE 33rd ANNUAL STATEMENT 


Assets Increased Insurance in Force 
$3,333,029.59 $227 554,984.00 


Beneficiaries were Paid (in 1942) Policyholders were Paid (in 1942) 
$1,621,868.84 $2,177,845.37 


TEN YEAR COMPARISON 


Growth in Assets 


* Dec. 31, 1942 $ 61,559,361.04 
Dec. 31, 1932. 18,384.894.15 





Growth in Insurance in Force 


* Dec. 31, 1942. $227,554,984.00 
Dec. 31, 1932 98,481 ,064.00 


Excess Protection to Policyholders 


Dec. 31, 1942. $ 3,252,535.02 
Dec. 31, 1932 | ,632,539,33 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO T. W. APPLEBY, Pres. 











